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ENgjEKAY  -  The  No.l 

□  Increasing  pharmacy  script  business  will  be  fuelled  by  Endekay  -  already  the  pharmacy 
market  leader  in  fluoride  drops  and  tablets'1. 
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tablets 


OLOUH  FREE  WITH 
NATURAL  FLAVOURING 


I  In  convenient  6  month  dosage  packs  -  Endekay 
Fluoride  tablets  tie  in  with  children's  dental  visits. 

They  are  uncoloured,  to  reduce  child  overdose 
risk,  with  no  artificial  colours,  flavourings  or 
tartrazine. 

I  Endekay  will  be  driving  the  market  growth  from  the 
change  in  NHS  status  with: 

-  dental  detailing  to  98%  of  UK  dentists 

-  PR  and  consumer  campaigns. 


Prescribing  information 


STAFFORD-MILLER 


'Independent  dental  research  1992  "  Data  on  file  Stafford-Miller 


A 


Presentation  •  Endekay  Fluotabs  2-4  years.  White  tablet,  providing  0.5mg  fluoride  ion  from  1 . 1  mg  sodium  fluoride  BP.  Endekay  Fluotabs  4+  years.  White  tablet,  providing  f  mg  fluoride  ion  from 
2.2mg  sodium  fluoride  BP.  Endekay  Fluodrops.  Transparent  liquid.  0.15ml  solution  provides  0.25mg  fluoride  ion  from  0.55mg  sodium  fluoride  BP.  Indication.  To  strengthen  tooth  enamel  and 
resist  decay  in  children  from  6  months  -  2  years  (Fluodrops),  2-4  years  (Fluotabs  2-4),  4  years  and  over  (Fluotabs  4+).  Dosage  and  Administration.  Fluotabs:  1  tablet  daily  where  fluoride  ion 
content  of  drinking  water  is  less  than  0.3ppm.  Half  a  tablet  daily  where  fluoride  ion  content  is  0.3-0. 7ppm.  Suck  or  dissolve  slowly  in  mouth.  Fluodrops:  7  drops  daily  where  fluoride  ion 
content  of  drinking  water  is  less  than  0.3ppm.  Serve  on  a  spoon  or  mixed  with  food  and  drink.  Contra-indications,  warnings  etc.  Do  not  exceed  stated  dose.  Not  to  be  taken  when 
fluoride  content  of  drinking  water  is  greater  than  0.7ppm  (Fluotabs)  or  0.3ppm  (Fluodrops).  Legal  Category  P.  Package  quantity  and  Basic  NHS  Cost.  Fluotabs:  200  tablets  in  child 
resistant  container  £3.07.  Fluodrops:  Bottles  of  60ml  £2.29'.  Product  Licence  Numbers.  Fluotabs  2-4  years  PL1424/0013,  Fluotabs  4+  PL1424/0002,  Fluodrops  PL0036/0046. 
Licence  Holders.  Fluotabs  -  Westone  Products  Ltd,  104-1 12  Marylebone  Lane,  London  W1M  5FU.  Fluodrops  -  Stafford-Miller  Ltd,  Broadwater  Road,  Welwyn  Garden  City,  Herts 
AL7  3SP,  UK. 

"  Information  correct  at  time  of  going  to  press.  Further  details  available  from  Stafford-Miller. 
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Perhaps  the  Chemist  &  Druggist  cartoon  says  it  all  this 
week.. .the  notion  of  pharmacy  contractors  being  still 
stranded  at  the  dreaded  pharmaceutical  crossroads  of 
yesteryear,  largely  brought  about  by  the  perennial  "in 
limbo"  state  of  pay  negotiations  that  always  seems  to 
confront  LPC  delegates  at  their  annual  Conference. 

Certainly  the  mood  of  contractors  in  England  and 
Wales  has  been  changing  steadily  from  one  of  resignation 
to  frustration  as,  on  the  one  hand,  new  directions  are 
identified  by  successive  reports  and  working  parties,  while 
on  the  other,  few  are  enacted  and  even  fewer  are  paid  for. 
Indeed,  as  David  Sharpe  pointed  out  at  the  PSNC  annual 
lobbying  dinner  to  the  100  or  so  MPs  who  rushed  back  to 
the  Intercontinental  Hotel  after  a  "whipped"  Maastricht 
division  had  nearly  denied  them  the  opportunity  of  a  free 
dinner,  there  is  no  good  reason  for  this  given  the  apparent 
goodwill  on  both  sides.  The  Government  continually 
endorses  the  worth  of  the  pharmacist  as  an  accessible  — 
and  free  —  High  Street  healthcare  buff,  but  neither  the 
Department  nor  the  profession  have  been  able  to 
implement,  or  set,  an  agenda  for  change. 

Meantime  all  the  grassroots  contractor  hears  is:  "no 
new  money,  and  probably  not  even  for  new  roles...";  "no 
true  cost  of  living  increase  this  year...";  "smaller 
contractors  can  no  longer  be  protected  from  harsh,  fiscal 
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truths...",  etc.  Not  surprisingly  some  of  the  "underdogs" 
are  revolting,  to  the  undoubted  chagrin  of  PSNC. 

PSNC's  is  an  almost  impossible  and  thankless  task: 
little  acknowledgement  for  a  job  well  done  in  "good" 
years,  but  plenty  of  hassle  in  the  leaner  ones.  However, 
with  the  Government  intent  on  its  pharmaceutical 
pounds  of  flesh,  and  with  no  mechanism  for  sating  its 
desire  to  get  more  NHS  pharmacy  labour  for  less  cash, 
PSNC  can  do  little  but  underline  the  cost-effectiveness  of 
the  present  pharmaceutical  service  with  its  patient 
benefits,  and  to  spell  out  how  new  roles  can  bolster  the 
drive  to  the  public's  better  self-management  of  its  health. 

The  call  to  the  Government  to  back  with  legislation  its 
fine  words  supporting  the  concept  of  "pharmacist 
dispense/  doctors  prescribe",  has  echoes  of  a  siege 
mentality.  But  the  writing  is  apparently  on  the  wall  for  the 
smaller  pharmacy,  if  the  not-so-small  print  in  the  Health 
Secretary's  pre-dinner  speech  is  read  —  judging  by  the 
article  in  February  24's  Independent,  the  Government's 
graffiti  has  been  duly  noted.  It  is  about  time  the  profession 
united  to  defend  the  defensible  and  to  create  some  positive 
headlines  of  its  own.  Royal  visitations  are  little 
consolation  to  a  caring  professionals  who,  despite  the 
worthiness  of  their  calling,  are  about  to  be  sacked  with  no 
prospect  of  redundancy  money. 


Queen  graces  Society's  celebratic 
of  Royal  Charter 


On  Thursday,  February  18,  Her  Majesty  the 
Queen  and  His  Royal  Highness  the  Duke  of 
Edinburgh  spent  one  and  a  half  hours  at  the 
Royal  Pharmaceutical  Society's  Lambeth 
headquarters,  at  a  reception  to  mark  the  150th 
anniversary  of  the  granting  of  the  Royal  Charter 
of  Incorporation.  The  Royal  party  were  taken  on  a 
conducted  tour  of  the  Society's  HQ,  met 
personally  all  Council  members  together  with 
many  of  the  RPSGB  staff  and  the  guests,  and 
were  presented  with  a  honey  jar,  and  a  "History 
of  the  Society"  to  mark  the  occasion.  The  Duke, 
as  the  then  Pharmaceutical  Society's  first 
Honorary  Fellow  back  in  1955,  was  presented 
with  a  "royal"  version  of  his  fellowship  certificate 


Welcoming  the  Queen  and  His 
Royal  Highness  to  the  Royal 
Pharmaceutical  Society  of  Great 
Britains'  headquarters  was  a 
great  honour  and  pleasure, 
president  David  Coleman  told 
the  royal  couple  and  guests  at 
the  celebration  to  mark  the 
1 50th  anniversary  of  the 
granting  of  the  Royal  Charter 
of  Incorporation  by  Queen 


the  Society's  objectives  our 
founders  set  a  priority:  "The 
advancement  of  pharmacy  by 
furnishing  such  a  uniform 
system  of  education  as  shall 
secure  to  the  profession  and 
public  the  safest  and  most 
efficient  administration  of 
medicines. 

"Ma'am,  as  our  Patron,  you 
will  be  pleased  to  know  that  we 


The  Duke  of  Edinburgh  inspects  one  of  the  royal  prescription  and  account 
books  on  display  in  the  Council  chamber  (  one  is  illustrated  on  the  facing 
page).  Vice-president  Nicholas  Wood  (left)  and  assistant  museum  curator 
Nigel  Tallis  (far  right),  pay  particularly  close  attention 


Victoria. 

"The  Society  was  one  of  the 
earliest  chartered  professional 
bodies  and  from  its  foundation 
dedicated  itself  to  the  pursuit 
of  excellence:  excellence  in 
scientific  education  to  produce 
pharmacists  of  the  highest 
calibre;  excellence  in  standards 
of  pharmaceutical  practice,  and 
excellence  in  scientific  research 
to  create  the  life-saving 
medicines  of  tomorrow,"  Mr 
Coleman  said. 

"In  the  original  declaration  of 
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continue  to  remain  true  to  the 
princ  pies  of  professionalism, 
public  safety  and  service 
inherent  in  that  original  aim." 

Mr  Coleman  said  that  while 
the  pace  of  change  and 
development  in  the  science  of 
medicines  has  had  a  forceful 
impact  on  the  practice  of  the 
profession,  the  close 
relationship  between 
pharmacists  in  community  and 
hospital  practice  and  those  they 
served  had  not. 

"  Nowadays  pharmacists  are 


The  Queen  and  Royal  Pharmaceutical  Society  president  David  Coleman  are 
pictured  with  a  Staffordshire  hand-crafted  replica  of  a  honey  jar,  presented 
to  mark  her  visit  to  the  Society's  Lambeth  headquarters  on  the  occasion  of 
the  150th  anniversary  of  granting  of  the  Society's  Charter.  In  Victorian 
times  similar  jars,  different  in  detail  only,  would  have  been  used  to  store 
leeches  and  tamarinds,  important  ingredients  in  the  armamentarium  of 
pharmacists  of  the  day.  The  original  is  in  the  Stoke-on-Trent  Museum 


increasingly  being  called  on  to 
serve  their  communities  as 
health  advisers  and  educators: 
helping  the  5  million  people  a 
day  that  pass  through  their 
doors  to  use  their  medicines 
safely,  wisely  and  well,  and  to 
adopt  healthier  lifestyles." 

After  presenting  the  Queen 
and  His  Royal  Highness  with  the 
various  mementoes  of  their  visit 


(see  above),  David  Coleman 
said:  "Your  Majesty,  Your  Royal 
Highness.  Over  many  years  you 
have  honoured  us  with  your 
continuing  patronage  and 
support  and  now  you  honour  us 
with  your  presence  here  on  this 
important  occasion.  For  this  we 
offer  our  sincere  and  grateful 
thanks.  Your  presence  has  been 
source  of  great  joy  and  pride." 


A  royal  progress  at  the  Society 

6.30pm  As  the  royal  party  arrived  at  the  Royal  Pharmaceutical  Society's 
headquarters  the  royal  Standard  was  hoisted. 

Her  Majesty  is  greeted  by  the  Mayor  of  Lambeth,  Councillor  Joe 
Callinan,  who  then  introduced  the  Queen  to  the  Mayoress  and  then  the 
president  David  Coleman.  He  then  introduced  the  remainder  of  the  party 
gathered  in  the  reception  area  —  his  wife,  vice-president  Nicholas  Wood 
and  Mrs  Wood,  and  Mrs  Ferguson. 

The  party  then  proceeded  to  the  Council  Chamber  where 
introductions  were  made  to  past  presidents  of  the  Society  who  no  longer 
are  on  the  Council. 

Her  Majesty  and  His  Royal  Highness  then  signed  the  visitors  book 
together  with  an  authorised  photograph  of  themselves. 

Then  the  Queen  and  the  Duke  viewed  some  prescription  books  for 
Queen  Victoria  and  Prince  Albert  as  well  as  individual  prescriptions  for 
Prince  Peter  of  Greece,  King  George  VI,  and  Queen  Mary. 
6.45pm  The  royal  party  then  went  and  saw  a  display  of  pharmaceutical 
artefacts  in  the  mezzanine  area. 

6.50pm  The  royal  party  then  proceeded  down  to  the  Library  where  some 
herbals  were  on  display  together  with  computer  screens  showing  the 
Martindale  CD  ROM  system.  Also,  some  of  the  Society's  scientific 
publications  were  on  show. 

7.00pm  Next  stop  for  the  royal  party  was  the  Hall  foyer  where  the 
original  Charter  of  Incorporation  was  on  display  with  a  selection  of  John 
Castle's  paintings  of  "royal  Occasions". 

Her  Majesty  and  His  Royal  Highness  then  entered  the  Hall  where  they 
were  presented  to  ten  dignitaries,  including  Bill  Darling,  treasurer  of  the 
Society,  Mrs  Darling,  the  immediate  past-president  Linda  Stone,  and  Mr 
Stone. 

The  royal  visitors  then  proceeded  separately  (with  accompanying 
persons)  to  meet  groups  of  guests  centred  on  Members  of  the  Council. 
7.40pm  The  President  mounted  the  stage  and  said  a  few  words  which 
preceded  a  short  ceremony  during  which  Her  Majesty  received  a 
memento  of  the  occasion  -  a  replica  of  a  150-year-old  honey  jar.  His 
Royal  Highness  received  a  copy  of  the  "History  of  the  Society"  published 
in  1991  in  celebration  of  the  Society's  150th  Anniversary',  and  a  "royal" 
version  of  his  Honorary  Fellowship  Certificate,  presented  in  1955. 
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of  150th  anniversary  of  granting 


'  9/ 1 


loyal  Pharmaceutical  Society  of  Great  Britain  secretary  and  registrar  John 
erguson  is  introduced  to  the  Queen  by  president  David  Coleman  at  the 
tart  of  her  visit  to  1  Lambeth  High  Street  on  February  18.  Joyce 
erguson,  wife  of  the  secretary  and  registrar,  is  in  the  foreground 


RPSGB:  a  brief 
history 

1841  —  Pharmaceutical  Society 
of  Great  Britain  founded 

1843  — PSGB  granted  Royal 
Charter  of  incorporation  on 
February  18  The  Charter  turned 
the  Society  from  pressure  group 
to  professional  body. 

The  then  Home  Secretary  was 
keen  to  recognise  the  Society  as 
the  representative  association  of 
chemists  and  druggists,  so  as  to 
provide  the  public  with  qualified 
practitioners  of  pharmacy. 

This  left  the  rest  of  the  medical 
profession  to  be  regulated  by  the 
Colleges  of  Physicians  and 
Surgeons.  (The  Royal  College  of 
Surgeons  also  was  granted  a 
Royal  Charter  in  1843.) 

1988  In  February  the  Council 
makes  a  submission  through  the 
Home  Office  for  the  designation 
"royal". 

In  March  Council  received  a 
letter:  "The  Queen  has  been 
graciously  pleased  to  agree  the 
Home  Secretary's 
recommendation." 

In  August  a  special  general 
meeting  approved  a  motion  that 
alteration  be  sought  to  the 
Supplemental  Charter. 

October  —  the  Privy  Council 
met  and  approved  the  Charter 
alteration. 


Above:  Queen  Victoria's 
prescription  book  (1837-1844)  was 
inspected  by  Queen  Elizabeth  II 
during  her  tour  of  the  Society's 
House.  The  book  contains  158 
pages  and  records  transcriptions  of 
over  600  prescriptions  for  such 
conditions  as  headache,  cough, 
constipation,  indigestion  and 
insomnia.  Her  pharmacist  was  one 
Peter  Squire  of  London 

Left:  One  of  the  perks  of  being  a 
"royal  dog"  in  1946  was  access  to 
penicillin  before  many  of  the  royal 
but  human  subjects  of  the  day. 
Here  is  a  script  on  Buckingham 
Palace  notepaper  for  Crackers,  a 
royal  canine,  for  penicillin 
ointment  and  a  vitamin  A  capsule 
brand  then  available 


Her  Majesty  the  Queen  discusses  an  illustration  in  a  "herbal",  one  of  the  exhibits  in  the  Society's  library,  with 
museum  staff  member  Lesley  Downes,  while  Society  president  David  Coleman  and  secretary  and  registrar  John 
Ferguson  stand  by 
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Extra  £1 .22m  for 
needle  exchange 

£1.22million  in  1993-94,  taking  the  health  authority  allocation  to 
£2. 62m  for  needle  exchange  programmes,  when  she  addressed  the 
Pharmaceutical  Services  Negotiating  Committee's  annual  dinner 

this  week.  However,  there  was  little  else  new  to  boost  the 
profession  in  either  new  or  old  money  —  just  the  usual  platitudes 
about  pharmacy's  pre-eminent  place  in  High  Street  healthcare 


The  pharmacist  has  more  contact 
with  the  man  and  woman  in  the 
street  than  any  other  health  care 
professional.  "Six  million  visits 
are  made  to  pharmacy  in  this 
country  every  day,"  Mrs 
Bottomley  told  diners.  "You  are 
uniquely  placed  to  play  a  key  role 
in  promoting  better  health, 
preventing  sickness  and  to  be 
educators  of  the  public." 

She  said  she  was  particularly 
impressed  when  she  visited  the 
Barnet  "High  Street  Health" 
scheme  with  the  way  in  which 
local  agencies  had  got  together  to 
use  pharmacies  as  a  focal  point 
for  a  major  health  promotion 
campaign.  "I  know  that  similar 
collaborative  initiatives  are 
running  up  and  down  the  country 
and  are  addressing  a  range  of 
health  care  needs." 

The  Department  was  funding  a 
range  of  projects  aimed  at 
making  full  use  of  the 
pharmacist's  specialist  skills,  the 
Health  Secretary  said. 

"We  shall  also  be  issuing 
guidance  shortly  to  Family 
Health  Service  Authorities  about 
the  allocation  of  the  £1  million 
we  are  making  available  each  year 
to  encourage  the  safe  disposal  of 
medicines." 

Pharmacists  would  have  an 
increasingly  important  part  to 
play  as  the  Department  presses 
ahead  with  changes  to  the  care  in 
the  community  programme. 
"Much  good  work  is,  of  course, 
already  being  done  with  patients 
in  residential  homes.  We  shall  be 
looking  to  give  FHSAs  more 
responsibilities  for  locally  based 
contracts  with  independent 
pharmacists,"  said  Mrs  Bottomley. 

A  cornerstone  of  the  White 
Paper  on  the  Health  of  the  Nation 
is  that  individuals  should  take 
greater  responsibility  for  their 
own  health,  she  said. 
"Self-medication  encouraged 
prevention  ...  it  also  utilises  the 
wealth  of  professional  expertise 
which  is  on  hand,  waiting  to  be 
tapped,  from  the  community 
pharmacist.  Many  family  doctors 
also  welcome  self-medication  as  a 
way  of  helping  ensure  that  their 
time  is  used  more  effectively." 

Mrs  Bottomley  then  spoke  of 
the  Government's  willingness  to 
re-classify  prescription  medicines 
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to  allow  over  the  counter  sale 
from  pharmacies  provided  it  was 
safe  to  do  so,  and  their  desire  to 
speed  the  process  further. 

The  Health  Secretary  said  she 
applauded  the  excellent  joint 
working  that  general  practitioners 
and  pharmacists  are  developing 
at  the  local  level. 

"Many  Family  Health  Service 
Authorities  were  employing 
pharmaceutical  advisers  for  their 
special  skills  in  the  interpretation 
of  prescribing  data,"  Mrs 
Bottomley  said. 

CP  fundholders  were  also 
using  the  skills  of  pharmacists  on 
a  sessional  basis  to  improve  their 


prescribing  both  through  their 
development  of  practice 
formularies  and  through 
pharmacist-led  prescribing 
teach-ins. 

"I  want  to  see  these 
developments  complemented  by 
a  system  of  locally-led  audit  in 
pharmacies  so  that  practitioners 
can  share  and  learn  from  the 
experiences  of  their  colleagues." 

It  was  also  important  to  have  a 
remuneration  system  that 
rewarded  pharmacists  fairly  and 
had  the  right  incentives  to 
encourage  pharmacists  to 
improve  their  working  practices 
and  make   full   use  of  their 


professional  skills. 

Mrs  Bottomley  said  she  was 
delighted  that  the  introduction  of 
a  new  professional  allowance  for 
pharmacists  had  been  agreed, 
along  with  the  removal  of  what 
many  see  as  the  hidden  subsidies 
to  less  efficient  pharmacies  that 
are  inherent  in  the  present  fee 
structure. 

Wishful  Sharpe 

PSNC  chairman  David  Sharpe 
spoke  of  his  pleasure  on 
"fathering"  a  new  arrival  in  the 
world  of  pharmacy  before  he 
presented  his  three  wishes  for  the 
profession  to  Mrs  Bottomley.  "I 


50p  increase  in  script  charges  imminent 


MPs  are  expecting  an  early 
announcement  that  prescription 
charges  will  be  increased  by  50p 
to  £4.25  per  item  from  April. 

Mrs  Virginia  Bottomley,  the 
Health  Secretary,  has  already 
emphasised  that  the  NHS  drugs 
bill  is  likely  to  rise  by  over  14  per 
cent  this  year. 

•  Mr  James  Couchman  (Con),  a 
parliamentary  adviser  to  Pfizer, 
has  been  accused  of  trying  to 
wreck  the  private  member's  bill 
designed  to  require  the  drug 


manufacturers  to  publish  more 
information  about  the  benefits 
and  risks  of  their  products. 

Mr  Giles  Radice  (Lab),  sponsor 
of  the  Medicines  Information  Bill, 
has  protested  that  a  new  clause 
which  Mr  Couchman  is  seeking 
to  introduce  would  preserve  a 
"blanket  secrecy"  provision  in 
the  1968  Medicines  Act. 

Mr  Radice  stressed  that  unless 
the  1968  legislation  was  amended 
by  his  bill,  the  licensing  authority 
would  be  unable  to  reveal  any 


Liverpool  mental  health 
project  hailed  a  'success' 


A  pilot  project  set  up  by 
community  pharmacists  in 
Liverpool  to  help  people  with 
mental  health  problems 
understand  their  medicines 
(C&D  December  21/28,  1991, 
p998)  is  being  hailed  a  success  by 
both  clients  and  professionals. 

The  project,  implemented  by 
Liverpool  Family  Health  Services 
Authority  and  funded  by  the 
Department  of  Health,  could 
become  a  model  for  other  parts  of 
the  country.  However,  funding  is 
guaranteed  only  until  the  end  of 
August,  and  it  is  not  clear  what 
will  happen  after  that,  according 
to  John  Donaghue,  Liverpool's 
pharmacy  facilitator  for  mental 
health  services. 

The  scheme  involves  specially 
trained  pharmacists  visiting 


patients  in  their  homes  to  offer 
support  and  advice  on  medicines 
and  their  effects.  Improved 
labelling  of  drugs  and  simplified 
instructions  have  been  introduced, 
and  pharmacists  recommend  a 
reduction  in  prescribing  of 
medicine  cocktails. 

The  project  was  set  up  to  help 
those  people  suffering  from 
mental  illnesses  who  fail  to  seek 
help  because  of  the  distressing 
side  effects  of  some  psychiatric 
medicines.  Interviews  with  clients 
revealed  this  is  the  main  reason 
why  they  reject  treatment. 

The  project  has  received 
support  from  clients,  who  say  the 
pharmacists  are  approachable 
and  ready  to  spend  time.  All  have 
increased  their  understanding  of 
medicines. 


information  obtained  from  the 
manufacturer  about  the  safety 
and  efficacy  of  its  products. 

Mr  Couchman  said  one  of  the 
drug  industry's  worries  about  the 
bill  was  that  it  would  enable  those 
"who  copy  generically  or  who 
counterfeit  drugs  to  obtain 
information  that  would  help 
them  to  do  their  work  at  little 
cost". 

•  During  the  debate,  Lady  Olga 
Maitland  (Con)  said  British 
pharmacists  were  almost  alone  in 
Europe  in  taking  tablets  and 
capsules  from  a  bulk  container 
and  repackaging  them  into 
smaller  ones  instead  of  using  the 
manufacturers'  original  packs. 
Lady  Olga  commented:  "Patients 
would  be  much  more  likely  to 
receive  the  appropriate 
information  if  the  prescribing 
doctor  was  encouraged  to 
stipulate  that  the  pharmacist 
should  dispense  a  drug  with  the 
supplier's  original  information." 

•  Proposals  made  by  pharmacists 
to  avoid  the  waste  arising  from 
the  bulk  dispensing  of  repeat 
prescriptions  are  to  be  given 
further  consideration  by  Mrs 
Virginia  Bottomley.  She  was 
remined  in  the  Commons  on 
Tuesday  by  Sir  John  Hannam 
(Con)  of  the  triple  prescription 
scheme  proposed  by  pharmacists. 

Pharmacists  were,  she  said, 
"an  enormously  important 
member"  of  the  health  care  team. 
She  promised  to  give  further 
consideration  to  the  scheme. 
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am,  of  course  speaking  of  the  new 
professional  allowance  that  will 
be  paid  to  chemist  contractors 
from  April  1. 

"The  allowance  introduces  a 
important  principle.  It  will  not  be 
a  payment  for  simply  existing.  It 
will  be  one  that,  for  the  first  time, 
specifically  recognises  the 
professional  services,  and  the 
range  and  quality  of  them,  that  a 
community  pharmacist  provides." 
So  far  there  were  still  only 


three  pilot  projects  stemming  the 
community  pharmacy  working 
party  report,  two  of  which  would 
be  only  of  remote  benefit  to 
patients. 

"How  did  we  get  to  the  unusual 
position  of  having  money 
allocated  by  the  Treasury  to  fund 
pilot  projects  -  some  £2.3 
million  —  but  not  a  penny  of  it 
yet  being  used?" 

"Pharmacists  and  family 
health  services  authorities  have 


worked  together,  with  help  and 
advice  from  PSNC,  to  introduce 
various  new  services  for  patients 
locally.  But  although  these 
schemes  are  good  news,  they  are 
too  patchy  and  piecemeal." 

Mr  Sharpe  canvassed  the 
introduction  of  triple  repeat 
prescription  forms.  "They  would 
address  the  current  problem  of 
some  patients  being  given  three 
months'  worth  of  medicine  on 
one  prescription  and  avoid 
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The  report  of  Monday's  LPC  Conference  appears  on  pp366-367 


enormous  wastage  that  often 
occurs  when  such  a  large  supply 
is  prescribed  in  one  go...  Some  of 
the  savings  achieved  could  be 
directed  toward  other  pharmacy 
services  as  an  addition  to  the 
£2.3m." 

Then  Mr  Sharpe  asked  the 
Health  Secretary  that 
pharmacists  carry  out  all  the 
dispensing  in  England  and  Wales. 
"Pharmacists  are  ready,  willing 
and  able  to  do  it,  and  in  the 
process  to  achieve  substantial 
cost  savings  for  your  Department. 

Mr  Sharpe  said  this  would 
require  new  regulations,  so  it 
would  not  happen  tomorrow. 
"But  I  do  hope  that  you  agree 
with  the  idea  in  principle  and  ask 
your  officials  to  work  with  PSNC 
to  ensure  that  it  is  implemented." 

On  remuneration  Mr  Sharpe 
said  a  1.5  per  cent  pay  rise  would, 
in  reality,  be  a  loss  of  income  for 
pharmacists.  The  volume  of 
scripts  dispensed  was  forecast  to 
rise  by  substantially  more  than 
1.5  per  cent,  and  pharmacists 
would  incur  higher  costs  to 
dispense  that  rising  number  of 
prescriptions. 

"My  final  wish  is  that 
agreement  on  remuneration  is 
reached  that  is  fair  and 
reasonable,  both  for  the 
Department  and  the  taxpayer, 
and  for  our  profession." 


Companies  act  on  sugar  scare 


Milupa  are  planning  to  launch 
(two  sugar-free  baby  drinks  and  to 
'license  an  existing  drink  under 
(the  Medicines  Act. 

The  announcement  comes 
lafter  the  pressure  group  Action 
and  Information  on  Sugars 
stepped  up  its  campaign  by 
asking  health  professionals  to 
warn  about  the  caries  risk 
associated  with  sweetened  drinks 
(C&D,  February  20,  p297). 

Milupa  believe  the  risk,  where 
it  exists,  is  associated  with 
inappropriate  use  of  the  products 
rather  than  the  products 
themselves  and  are  planning  to 
introduce  new  measures  to 
reduce  these  risks. 

There  will  be  new 
recommendations  not  to  use 
these  drinks  before  eight  months 
of  age  and  there  will  be  a 
maximum  recommended  dose  of 
200ml  for  infants  of  8  to  12 
months  and  300  to  400ml  for 
older  babies. 

New  labelling  will  indicate  the 
preferred  method  of  use  —  a 
trainer  cup  —  and  there  will  be 
warnings  that  the  product 
contains  sugar,  together  with  full 
advice  about  reducing  the  risks  of 
tooth  decay. 

Medicines  Act  licensing  will 
"further  enhance  the  pivotal  role 
of  the  professional  adviser."  The 
product  in  question  is  the  fennel 
drink  which  has  herbal  qualities 
and  could  be  classed  as  a 
medicine,   says   public  affairs 


manager  James  Carter.  It  is 
already  registered  as  such  in 
Germany  and  the  company  would 
use  the  CPMP  route  to  apply  for 
GSL  classification  in  the  UK. 

He  told  C&D  that  "mothers 
take  a  lot  of  advice  from  their 
health  visitors  and  midwives"  and 
the  product  was  less  likely  to  be 
misused  if  it  was  profiled  as  a 
medicine.  There  were  no  plans  to 
restrict  it  to  pharmacies. 

The  licensed  product  would 
still  contain  sugar  but  the 
packaging  would  change. 

Milupa  have  developed  two 
sugar-free  drinks  to  pilot  stage 
but  further  tests,  including  shelf 


life  and  packaging  trials,  are  still 
to  be  done.  A  launch  is  expected 
by  the  end  of  the  year  at  the  latest. 

AIS  also  announced  last  week 
that  it  had  complained  to  the 
Advertising  Standards  Authority 
about  advertisements  for  Farley's 
Bed  Timers.  But  Farley's 
marketing  manager  Stephen 
Martin  told  GSDthat  the  ASA  had 
rejected  the  complaint  last 
August. 

Crookes  Healthcare  believe 
that  criticism  against  the  brand  is 
"unjustified."  Research  shows 
that  one  in  three  young  children 
are  given  adult  hot  chocolate 
drinks,  so  there  is  a  real  need  for 


an  alternative  with  lower  sugar 
levels.  Farley's  Bed  Timers  has  30 
per  cent  less  sugar  than  adult  hot 
chocolate  drinks,  plus  added 
vitamins  and  minerals. 

Mr  Martin  says  there  are  no 
plans  to  withdraw  the  product 
while  there  is  still  a  consumer 
demand  for  it.  Bed  Timers  has  3 
per  cent  of  the  baby  drinks 
market  and  is  in  the  top  15 
products  for  rate  of  sale. 

He  recommends  pharmacists 
advise  parents  that  the  product  is 
a  healthier  alternative  to  adult 
drinks  and  that  children  should 
clean  their  teeth  afterwards,  as 
with  any  other  food  or  drink. 


Over  the  Counter  to  launch  leaflet  showcase 

Does  your  company  produce  literature  on  health-related  topics?  If  so,  read  on...! 

As  part  of  its  service  to  pharmacy  assistants,  Over  the  Counter.  Chemist  &  Druggist's  bi-monthly 
supplement,  is  looking  to  tell  its  readers  about  leaflets  and  booklets  available  in  certain  therapeutic  areas. 
These  may  be  aimed  purely  at 
pharmacy    staff    or    may  be 
consumer  information  which  is 
also  relevant  to  assistants. 

If  your  company  produces  such 
literature  which  could  be  drawn  to 
the  attention  of  our  readers,  please 
send  a  sample,  together  with 
details  of  how  assistants  and 
consumers  can  obtain  a  copy  to  the 
Editor,  John  Skelton,  Over  the 
Counter,  Benn  Publications, 
Sovereign  Way,  Tonbridge,  Kent 
TN9  1RW,  by  March  10. 
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Brolene  eye  drops  and  ointment  -  the  only  pharmacy 
treatment  for  minor  infections  of  the  eye. 

No  more  hit  and  miss.  Now  with  the  added 
assurance  of  the  Autodrop  dispenser,  Brolene  eye 
drops  will  be  a  hit  every  time  with  your  customers. 
Fitting  easily  onto  the  bottle,  this  simple 
applicator  delivers  the  solution  accurately  and 
in  the  right  measure  whilst  holding  the  eye  open. 

Tough  on  minor  infections  yet  gentle  on  eyes, 
Brolene  works  effectively  in  both  drops  and 
ointment.  So  your  recommendation  will  always 
be  sure  of  hitting  the  mark  and  capitalise  on 
important  sales  opportunities. 


Active  Ingredient    Propamidine  Isethionate  0.1%  w/v 

•  Indication:  Treatment  of  minor  eye  infections  •  Dosage:  One 
or  two  drops  into  the  affected  eye(s)  up  to  four  times  daily. 

•  Contraindications    Hypersensitivity   to  ingredients. 

•  Precautions:  May  cause  blurring  of  vision  on  instillation. 
Patient  should  not  drive  or  operate  machinery  until  vision  is  clear. 
If  no  significant  improvement  occurs  after  2  days  or  symptoms 
become  worse  discontinue  use  and  consult  physician  Eye  Drops 
are  unsuitable  for  use  with  hard  or  soft  contact  lenses  If  pregnant 
or  breast  feeding  use  only  if  considered  essential  by  physician. 

•  Side  Effects  Hypersensitivity  •  Presentation  10ml  bottle 
with  autodrop  Price  £3  35  (retail)  •  PL0012/5087R  May  and  Baker, 
Dagenham,  Essex,  RM10  7XS 


EYE  DROPS 
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Calderdale  gets  funds  for 
blood  pressure  tests 


Calderdale  local  pharmaceutical 
committee  has  received  funding 
for  a  scheme  offering  free  blood 
pressure  tests  through 
community  pharmacies. 

The  £15,000  grant  is  being 
used  to  buy  blood  pressure 
testing  machines  and  to  train 
pharmacists  in  testing  and 
counselling  patients. 

In  addition,  each  participating 
pharmacist  will  receive  a  one-off 
payment  of  around  ,£200,  in 
recognition  of  the  fact  that  he/she 
has  undergone  training. 

Committee  secretary  Ruth 
Ingham  said  that  blood  pressure 
testing  was  chosen  because 
Calderdale  has  a  relatively  high 
incidence  of  heart  related  disease. 
They  hope  to  be  able  to  identify 
members  of  the  public  who  are 
unaware  that  they  have 
hypertension  and  direct  them  to 
their  doctors  for  treatment. 

The  money,  from  the  regional 
health  authority,  came  when  the 
committee  applied  for  a  research 
grant  to  carry  out  the  scheme.  All 
pharmacists  in  the  area  were 
offered  the  chance  to  participate 
and  26  out  of  46  expressed  an 
interest,  she  said. 

Four  training  evenings  have 
been  organised,  with  the  last 
taking  place  at  the  beginning  of 
March.  Each  pharmacist  has  to 
attend  at  least  two  out  of  four 
sessions. 

Training  includes  a 
pharmacologist  talking  about 
hypertension  and  drug  therapy,  a 
GP  giving  the  doctor's  viewpoint, 
RPSGB  Council  member  Gill 
Hawksworth  talking  about  her 
experiences  offering  blood 
pressure  tests  and  a  training 
session  on  the  machines. 

The  scheme  has  no  set  starting 
date  but  once  the  last  training 
session  is  over  pharmacists  will 


be  free  to  offer  the  service  to  the 
public. 

Posters  advertising  the  service 
will  be  available  and  the  scheme 
has  already  received  some 


coverage  in  the  local  Press. 

"Initially  we  hope  the  scheme 
will  run  for  a  year  with  evaluation 
to  see  if  it  is  identifying  unknown 
hypertensives,"  said  Mrs  Ingham. 


Warning  on  inducements 


The  Royal  Pharmaceutical 
Society's  Scottish  Executive  is 
warning  pharmacists  about  offering 
inducements  for  pharmaceutical 
services,  following  the  recent 
removal  of  restrictions  on 
advertising. 

A  statement  issued  this  week 
reminds  Scottish  members  that 
the  NHS  (General  Medical  and 
Pharmaceutical  Services) 
(Scotland)  Amendment  (No  3) 
Regulations  1992,  which  came 
into  force  on  December  22,  1992, 
removed  restrictions  on 
advertising  of  pharmaceutical 
services  in  the  context  of  the 
Scottish  NHS. 

During  discussions  which  led 
to  the  liberalisation  of  advertising 
in  the  Society's  Code  of  Ethics 


and  during  consultations  on  the 
above  Regulations,  the  Scottish 
Executive  expressed  concern  over 
the  possibility  of  unfair 
canvassing  for  pharmaceutical 
services. 

"For  this  reason,  the  Executive 
has  noted  that  despite  the 
removal  of  the  restrictions  on 
advertising  from  the  Scottish 
NHS  Regulations,  they  still 
prohibit  the  offering  of 
inducements  to  any  person  for  an 
order  for  drugs  or  appliances  on  a 
prescription  form.  In  addition,  it 
was  also  noted  that  the  Society's 
Code  of  Ethics  prohibit 
unsolicited  approaches  and  the 
offering  of  inducements  in 
respect  of  publicity  for 
professional  services." 


Pharmacist 
undervalued' 

Pharmacist  Michael  Shucksmith 
stole  from  his  employer  because 
he  felt  he  was  undervalued,  a 
court  heard  recently. 

A  string  of  thefts  came  to  light 
when  his  employers  had  video 
cameras  set  up  at  Locks  Chemist, 
Fordingbridge,  Hants.  Prosecutor 
Charles  Pitt  told  Lymington 
magistrates  that  the  owner  had 
learned  of  discrepancies  in  the 
books  through  the  accountants. 
It  was  months  later  when  Mr 
Shucksmith  was  caught  on  film 
removing  cash  from  the  till.  He 
pocketed  £340.74  in  total  and  was 
later  dismissed  from  his  job. 

Mr  Shucksmith  admitted 
charges  of  theft  and  false 
accounting  and  asked  for  12 
similar  matters  to  be  considered. 
The  court  ordered  him  to  pay 
£340.74  in  compensation  and 
fined  him  £500  with  £35  costs. 

Solicitor  Robert  E  a  s  o  n , 
defending,  said  the  charges  arose 
because  his  client  felt 
undervalued.  He  was  working 
more  hours  than  he  was 
contracted  to  do  and  had  lost  out 
on  company  car  tax  changes. 


Poor  women  smoke  more 


Working  class  women  in  the  UK 
are  more  than  twice  as  likely  to 
smoke  as  professional  women.  As 
many  as  nine  out  of  ten  women  in 
some  socially  deprived  areas  are 
regular  smokers  compared  with 
just  over  one  in  ten  with 
university  degrees.  These  are 
some  of  the  findings  of  "Her 
share  of  misfortune",  the  latest 
report  from  the  Action  on 
Smoking  and  Health  and  the 
Cancer  Research  Campaign. 

Many  women  living  in  poverty, 
unemployed,  bringing  up 
children  alone  and  living  in 
deprived  areas  perceive  cigarettes 


as  a  "necessary  luxury"  to  cope 
with  the  difficulties  of  caring  for  a 
family  on  a  low  income. 

The  report  found  that  the 
proportion  of  smokers  who  are 
female  and  poor  is  increasing. 

The  report  also  identifies 
significant  increases  in  smoking 
habits  amongst  widows,  divorced 
and  separated  women,  with  white 
women  currently  more  likely  to 
smoke  than  Asian  and  Afro- 
Caribbean  women. 

Copies  of  the  report  (price 
£3.95  incl  p&p)  are  available  from 
ASH,  109  Gloucester  Place, 
London,  Wl  3PH. 


Brighton  hospitals  become 
clinical  teaching  institutions 


The  University  of  Brighton  has 
signed  a  Memorandum  of 
Agreement  with  the  local  Health 
Care  Trust  which  confers  the 
status  of  a  university  clinical 
teaching  institution  on  hospital 
units  in  the  town. 

The  units  will  cater  for  academic 
disciplines  in  the  University's 
Faculty  of  Health  which  incorporate 
a  clinical  component. 

Final  year  undergraduates  at 
the  Department  of  Pharmacy 
have  been  taught  in  Brighton 
hospitals  for  15  years,  under  the 
auspices  of  the  John  Harris 
Clinical  Pharmacy  Unit.  The  new 
Agreement  provides  for  suitably 
qualified  clinical  and 
pharmaceutical  healthcare  staff 


to  become  recognised  clinical 
teachers  holding  honorary 
contracts  with  the  University. 

Brighton  hospitals  will  be 
known  as  Academic  Pharmacy 
Teaching  Hospitals  for  under- 
graduate and  postgraduate 
clinical  education. 

This  is  thought  to  be  the  first 
time  a  UK  university  has 
conferred  this  designation  and 
formally  secured  the  provision  of 
clinical  teaching  for  all  its 
pharmacy  undergraduates.  This 
model  is  analogous  to  that  used 
by  medical  schools  to  teach  the 
clinical  curriculum  to  medical 
students,  and  will  allow  for  the 
attachment  of  undergraduates  to 
clinical  teams. 


Birmingham 

hosts  first 
YPG  Hustings 

The  first  YPG  Hustings  for  1993 
Council  candidates  will  take  place 
on  March  21, 2pm,  at  the  Friendly 
Hotel,  Walsall,  near  Birmingham. 

Candidates,  whether  attending 
or  not,  have  to  submit  a  500-word 
statement  of  policy.  If  there  is 
time,  candidates  will  be  allowed 
to  read  this  out  at  the  meeting. 

At  the  Hustings,  candidates 
will  be  given  three  minutes  to 
speak,  in  which  time  they  must 
identify  the  three  greatest  threats 
facing  the  profession  and  how 
these  could  be  reverted. 

For  further  information  on  the 
event,  contact  Mark  Koziol  at  the 
YPG  on  021-233  9708. 
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London 
contractors 
meeting 
cancelled 

The  London  meeting  planned 
this  weekend  by  Mr  Hamant  Patel 
and  his  Pharmacy  Support  Group 
representing  small  contractors 
has  been  cancelled. 

Mr  Patel  said  the  meeting  has 
been  postponed  until  this  year's 
pay  offer  from  the  Department  of 
Health  has  been  made  public.  It 
had  been  anticipated  details 
would  have  been  given  at  last 
Monday's  LPC  Conference. 

Mr  Patel  confirmed  that  if  the 
package  put  forward  by  the 
Department  was  judged  to  be 
unacceptable  the  PSG  would  seek 
an  injunction  straight  away. 

Scottish  contractors  who  feel 
they  have  been  adversely  affected 
by  their  latest  settlement  have 
formed  their  own  group.  Both 
groups  are  to  "co-operate  fully  in 
the  areas  of  raising  public 
awareness  of  the  adverse  effects  of 
discriminatory  non-payment  of 
the  professional  allowance". 

The  co-ordinator  of  the 
Scottish  Pharmacy  Support 
Group  is  Mr  Paul  Forrester  (tel: 
041-632  1202). 

Meanwhile  Mr  Patel  is  urging 
all  contractors  dispensing  less 
than  3,500  items  a  month  to 
monitor  the  Press  for  details  for 
news  of  the  pay  offer.  He  is  also 
urging  them  to  lobby  their  LPCs 
to  make  their  feeling  known. 
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No  smoke 
without  fire? 

Community  pharmacy  really 
has  got  the  bit  between  its 
teeth  with  anti-smoking  aids, 
and  in  particular  nicotine 
replacement  patches  and  gum. 
My  experience  to  date  is  that 
those  patients  who  are  using 
the  newer  patches  are 
delighted  with  the  result  and 
many  proudly  come  back  week 
after  week  to  report  their 
continuing  success. 

This  positive  feedback  is  in 
direct  contrast  to  a  recent 
report  in  New  Scientist  (C&D 
February  20,  p298)  which  fears 
that  OTC  sale  of  nicotine 
patches  could  lead  to  misuse 
and  failed  attempts  to  break 
the  habit  owing  to  lack  of 
counselling  support.  I  would 
challenge  these  experts  to  talk 
to  some  of  my  patients.  They 
receive  all  the  support  they 
need,  whenever  they  need  it 
and  never  by  appointment.  I 
spend  hours  of  my  time 
counselling  them,  and  though 
it  is  early  days,  the  response 
from  the  previously  incurable 
has  been  very  positive. 

I  am  not  too  proud  to  admit 
that  1  am  financially  strongly 
motivated  to  see  my  stratagem 
work,  but  it  also  makes  a 
pleasant  change  to  be  at  the 
forefront  of  tackling  one  of 
society's  worst  health  problems 
and,  at  the  same  time,  be 
properly  remunerated  for  that 
effort.  As  far  as  misuse  is 
concerned,  I  am  sure  that  both 
gum  and  patches  will  be 
misused  by  some  patients,  but 
that  misuse  will  be  at  a  far 
lower  risk  to  health  than  that 
of  smoking  cigarettes! 


A  muted 
response 

The  time  for  implementation  of 
a  wider  range  of  blacklisted 
products  looms,  but  so  far  the 
response  from  the 
pharmaceutical  industry  has 
been  muted.  Goodwill, 
however,  has  to  be  maintained 
and  it  was  pleasant  to  receive 
an  assurance  from  Searle  that 
they  will  give  full  credit  for  any 
of  their  products  blacklisted. 

So  far  they  are  the  only 
company  to  offer  such  a  pledge 
but,  coincidentally,  as  the 
Government  was  announcing 
its  intentions,  Stiefel 
rationalised  the  pack  sizes  of 
Polytar  Liquid.  Many  Stiefel 
products  may  be  on  the  hit  list, 
so  this  rationalisation  came  at 
a  particularly  unfortunate 
time. 

I  admit  their  previous  pack 
sizes  defied  logic,  but  their 
replacement  by  250ml  and 
500ml  would  only  make 
perverse  sense  if  they  are 
convinced  they  will  remain 
prescribable.  Not  unreasonably 
doctors  like  to  try  preparations 
to  see  whether  they  produce  an 
improvement,  but  with  a 
minimum  of  250ml  there  will 
be  a  lot  of  wasted  Polytar  from 
unresponsive  patients. 

Presently,  over  the  counter,  I 
am  restrained  from  suggesting 
its  use  because  few  patients  are 
prepared  to  pay  £3.93  to  try  an 
unknown  product.  Stiefel's 
motives  might  be  viewed  more 
kindly  if  their  rationalisation 
had  included  a  125ml  size. 

Leading  by 
example 

What  an  inspiring  interview 
with  Andrew  Burr,  the 
pharmaceutical  adviser  to 
Mid-Glamorgan  Family  Health 
Services  Authority.  If 
enthusiasm  alone  could 
achieve  the  proper  recognition 
that  our  extended  role 
deserves,  then  Andrew  would 
be  our  flag  bearer  and,  with  his 
obvious  depth  of  knowledge,  he 
certainly  leads  by  example. 

A  word  of  caution,  however, 
not  all  young  pharmacists  are 
as  optimistic  as  Andrew.  Only 


this  week  the  British 
Pharmaceutical  Students 
Association  working  party  on 
community  pharmacy 
questioned  whether  the 
community  pharmacist  can 
ever  achieve  the  ambitions 
generated  by  the  various  care 
reports  —  neither  the  will  nor 
the  funding  to  implement 
those  reports  has  ever  been 
forthcoming. 

The  bottom  line,  regrettable 
though  it  is,  is  that  most 
community  pharmacists  have 
to  make  a  living.  However,  this 
is  accepted  by  the  BPSA 
working  party  which,  unlike 
Andrew,  recognises  the 
inexorable  financial  pressures 
which  prevent  the  community 
pharmacist  from  providing  the 
resources  to  develop  their 
extended  role.  I  am  pleased  for 
Andrew  and  the  patients  of 
Mid-Glamorgan  but  regret 
that,  nationally,  his  efforts  may 
wither  on  the  barren  ground  of 
Government  parsimony. 

Dispensing 
GPs  see  the 
light? 

I  was  delighted  to  see  that,  at 
last,  David  Roberts  has  seen 
the  light  and  considers  service 
to  his  patients  more  important 
than  profits  (Letters  February 
20).  He  is,  as  always,  blinkered 
in  his  elation  and  wrong  in  his 
interpretation  of  my  criticism 
of  "rota  breakers",  since  I  have 
stated  that  pharmacists  should 
be  seen  to  provide  a  24  hour 
service.  I  do  just  that.  What  he 
fails  to  understand  is  that  the 
service  is  provided  virtually 
"for  free"  whereas  he  and  his 
dispensing  peers  are  well  paid 
for  all  their  partial  efforts. 

The  patient  deserves  a  full 
medical  and  pharmaceutical 
service  whenever  needed  from 
the  respective  professions.  I 
suggest  David  Roberts  matches 
deeds  with  words  and  gallantly 
relinquishes  all  claim  to  profit 
on  his  dispensing.  That  money 
could  be  used  to  fund  that 
same  quality  of  24  hour  on  call 
service  pharmacists  willingly 
provide  now,  virtually  for  free. 


Typharm  Golden 
Eye  Ointment 

Last  week,  Xrayser's  musings 
on  the  marketing  of 
Typharm's  Golden  Eye 
Ointment  may  have  been  open 
to  misinterpretation.  Typharm 
make  their  case  on  p363. 


FLECTIONS 
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Unpleasant 
changes  afoot 

A  letter  from  the  Pharmaceutical 
Contractors  Committee  has 
identified  ten  drug  categories 
likely  to  be  affected  in  the 
imminent  Selected  List. 

It  is  a  guessing  game  which 
medicines  are  coming  off  and 
which  medicines  are  staying  on 
prescription,  but  I  advise  against 
holding  any  stocks  of  NSA1D  gels 
—  they  seem  to  be  about  to  be 
consigned  to  the  bin.  Irrespective 
of  what  steps  we  take,  however,  it 
is  likely  that  after  April  we  will  be 
left  holding  dead  stock  and  see 
little  or  no  compensation. 

The  Selected  List  issue  pales 
into  insignificance  compared 
with  the  major  NHS  contract 
changes  coming  soon.  It  is  my 
information  that  the  proposed 
practice  allowance  will  have  some 
major  strings  attached.  It  will  not 
come  from  new  money,  but  will 
be  merely  a  new  way  of  cutting  up 
the  global  sum  cake. 

Some  £7,000  of  our  annual 
income  will  be  held  ransom 
unless  we  fulfil  certain  criteria. 
This  might  involve  health 
education,  providing  advice  to 
clients,  performing  audit  and 
giving  out  practice  leaflets.  I  do 
not  disagree  with  this,  but  even  to 
reach  this  stage,  we  must  be 
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'Hardship  for  more 
than  25  per  cent  of 
pharmacies?' 

dispensing  more  than  1,000  items 
per  month  unless  our  pharmacies 
are  essential.  If  PCC  accepts  this 
cut-off  figure  will  mean  hardship 
for  more  than  25  per  cent  of  the 
pharmacies  in  Northern  Ireland. 

And  this  is  only  the  start.  Once 
the  threshold  figure  is  in  place  we 
will  be  forced  to  accept  a  single- 
tier  dispensing  fee  of  about  90p 
for  each  script.  Government 
intends  to  cut  pharmacy 
numbers  and  a  formula  such  as 
this  will  adversely  affect  all 
contractors  who  dispense  fewer 
than  2,000  items  per  month. 

There  is  little  doubt  that  some 
in  Northern  Ireland  will  close  in 
the  next  few  years,  but  other 
contractors,  those  who  dispense 
over  2,000  items  per  month,  are 
likely  to  do  better  from  the  new 
arrangements. 

It  is  at  times  like  this  that  I  look 
at  the  PCC  and  ask  just  how 
representative  its  members  are. 
We  have  elected  them,  and 
whatever  the  size  of  their 
pharmacy,  expect  them  to  take 
account  of  the  needs  of  both 
contractor  and  the  patient. 

As  a  small  contractor,  I  will  be 
watching  to  see  that  they  don't 
fail  our  kind  in  particular! 
Written  by  a  Northern  Ireland 
community  pharmacist 
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With  just 
enough 
nicotine  in 
each  tiny 
capsule  to  ease  the  craving 
for  a  cigarette,  thousands  of 
smokers  every  year  find  the 
extra  help  they  need  from 
Stoppers.  And  at  only  £2.19 
for  thirty,  they  know  it  won't 
break  the  bank  to  break  the 
habit. 

With  Charwell's  commitment 
to  national  advertising 
support,  thousands  of  new 
customers  will  be  asking  for 
Stoppers  and  our  other 
products.  In  fact,  continuous 
advertising  across  all  our 
brands  will  be  seen  by  over 
19  million  potential 
customers. 

Effective  products  and 
effective  marketing- that's 
why  Charwell  brands  make 
profits  for  you. 


CHARWELL 

CARE  FOR  YOUR 
CUSTOMERS 

PROFIT  FOR  YOU 


Afudrox 


rrn 


Isogel 


The  complete  Charwell  range  is  available  from  your  wholesaler.  For  more  information  telephone  or  write  to  Charwell  Pharmaceuticals  Ltd. 
Charwell  House,  Wilsom  Road,  Alton,  Hampshire  GU34  2TJ  Tel:  (0420)84801  Fax  :  (0420)  89376 


FLYING  THE 


G  FOR  QU 


TY,  VALUE  AND  SUPPORT. 


Now  Seton  Healthcare  and  Cupal  have  joined  you  all  about  this  exciting  new  development,  with 

together,  things  have  never  looked  better.  more  deals,  more  often  and  on  more  brands. 

We  are  fully  committed  to  supporting  all  our         In  other  words,  the  support  you've  always 

)rands  with  impactful  advertising  and  promotional  wanted  on  the  brands  you've  always  trusted, 
support. 

And  our  pharmacy  only  policy  will  be  backed 
>y  an  even  stronger  sales  team. 
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Scriptspecials 


UK  licence  is  granted 
for  Nootropil 


UCB  Pharma  have  been  granted  a 
UK  licence  for  Nootropil 
(piracetam)  800mg  and  l,200mg 
tablets,  and  33  per  cent  solution. 

The  drug  is  indicated  for  those 
patients  suffering  from  myoclonus 
of  cortical  origin,  irrespective  of 
the  cause,  and  should  be  used  in 
combination  with  other  anti- 
myoclonic  therapies  such  as 
sodium  valproate. 

Cortical  myoclonus  is  a  rare  and 
disabling  condition  arising  from  a 
variety  of  pathologies  affecting 
the  brain.  Patients  usually 
present  with  sudden,  brief, 
involuntary  movements 
caused  by  stimuli  from  the 
central  nervous  system,  which  in 
turn  results  in  difficulty  with 
speech,  loss  of  hand  function  and 
inability  to  walk  thereby  seriously 
compromising  the  patient's 
quality  of  life. 

The  classical  anti-myoclonic 
drugs  such  as  sodium  valproate, 
clonazepam  and  primidone,  are 
the  primary  treatment  and  are 
sufficient  to  control  the 
myoclonic  seizures  in  some 
patients  but  many  others  remain 
disabled.  The  addition  of 
piracetam  to  classical  treatment 
has  been  shown  to  improve 
function  and  reduce  handicap. 

Nootropil,  which  was  discovered 
and  developed  by  UCB  Pharma, 


was  launched  in  Belgium  in  the 
seventies.  It  is  now  registered  and 
marketed  in  around  100 
countries  worldwide.  Some  one 
million  patients  worldwide  are 
treated  daily  with  piracetam. 

In  most  of  these  countries  the 
drug  is  registered  for  the 
treatment  of  symptoms  caused  by 
a  decline  in  cerebral  function  in 
the  elderly  person  presenting 
with  memory  impairment, 
reduced  vigilance  and  concen- 
tration, vertigo,  instability, 
moodiness,  deterioration  of 
social  behaviour  and  self-care 
neglect. 

Product    licence    holder  UCB 

Pharma  Ltd,  Star  House,  69 
Clarendon  Road,  Watford  WD1 
1DJ 

Presentations  White,  oblong, 
scored  film  coated  tablets 
containing  800mg  or  1200mg 
piracetam.  A  clear  and  colourless 
solution  containing  333. 3mg 
piracetam  per  ml  (for  patients 
with  dysphagia). 

Indications  Myoclonus  of  cortical 
origin,  irrespective  of  aetiology 
Dosage  Dosage  regimen  requires 
an  individualised  dose-finding 
approach.  A  reasonable  protocol 
would  be  to  introduce  piracetam 
in  a  dosage  of  7.2g  per  day, 
increasing  by  4.8g  per  day  every 
three  to  four  days  to  a  maximum 


of  2()g  per  day,  given  in  two  or 
three  divided  doses,  while 
keeping  other  anti-myoclonic 
drugs  unchanged  in  optimal 
dosage. 

If  possible,  depending  upon 
clinical  benefit,  an  attempt 
should  be  made  to  reduce  the 
dosage  of  other  anti-myoclonic 
drugs  subsequently. 
Contra  indications,  warnings, 
etc  Patients  with  severe  renal 
insufficiency,  hepatic  impairment 
and  those  under  16  years  of  age. 
Avoid  during  pregnancy  and 
lactation. 

Precautions  Avoid  abrupt  dis- 
continuation of  treatment  as  this 
may,  in  some  myoclonic  patients 
induce  myoclonic  or  generalised 
seizures. 

Side-effects  muscle  spasms, 
drowsiness,  nervousness  and 
depression.  Caution  should  be 
exercised  by  patients  intending  to 
drive  or  operate  machinery  while 
taking  piracetam. 
Legal  category  POM 
Pack  sizes  90  x  800mg  tablets 
(£16.20),  56  x  1200mg  tablets 
(£15.12),  300ml  x  33  per  cent 
solution  (£22.49) 
Product  licence  numbers 
Nootropil  tablets  800mg 
8972/0011,  Nootropil  tablets 
1200mg  8972/0012,  Nootropil 
solution  33  per  cent  8972/0013. 


Nicotinell  packs 

Ciba-Geigy  Pharmaceuticals  are 
introducing  new  packs,  featuring 
new  livery  for  Nicotinell  TTS  10  x 
7,  Nicotinell  TTS  20  x  7  and 
Nicotinell  TTS  30  x  7.  Trade  and 
retail  prices  will  remain 
unchanged.  Patient  support 
materials  are  now  available  in  all 
weekly  packs  of  Nicotinell  TTS  20 
and  Nicotinell  TTS  30  to  aid 
patient  compliance.  Ciba-Geigy 
Pharmaceuticals.  Tel:  0403 
272827. 

Losec  7  pack 

Losec  hospital  packs  will  now 
contain  seven  Losec  20mg  capsules 
instead  of  five.  The  price  for  the 
new  pack  (£9.09)  is  pro  rata  based. 
Astra  Pharmaceuticals  Ltd.  Tel: 
0923  286191. 

Sifcafed  SA  capsules 

The  Wellcome  Foundation  have 
discontinued  Sudafed  SA  capsules, 
containing  120mg 
pseudoephedrine,  because  of 
contract  manufacturing  difficulties 
in  the  USA.  The  company 
recommend  that  patients 


previously  receiving  this  product 
should  now  be  prescribed  Sudafed 
Tablets  or  Sudafed  Elixir,  which 
are  manufactured  in  the  UK.  The 
Wellcome  Foundation.  Tel:  0270 
583151. 

Numark  water 

Numark  Management  Ltd  have 
launched  an  own  brand  sterile 
purified  water  BP.  It  is  available  in 
300ml  bottles  with  a  RSP  of  £0.89. 
Numark  members  will  benefit  from 
a  profit  on  return  of  37  per  cent. 
Numark  Management  Ltd.  Tel: 
0827  69269. 

Glaxo  infusion  kits 

Glaxo  are  introducing  new  infusion 
kits  to  support  the  existing  range 
of  ceftazidine  and  cefuroxime  packs 
—  Zinacef  infusion  kit  750mg  with 
saline  (£3.67),  Zinacef  infusion  kit 
750mg  with  metronidazole  500mg 
(£3.77),  and  Fortum  infusion  kit  2g 
with  saline  (£20.82).  Each  kit 
contains  all  the  rmiterials  required 
to  quickly  prepare  and  set  up  an 
infusion  bag  in  the  ward  as  well  as 
full  instructions  and  prescribing 
information.  Glaxo  Laboratories 
Ltd.  Tel:  081  990  9444. 


Stoma  Bib  in  Tariff 

Hirst  Stoma  Bib,  a  new 
tracheostomy  protector,  has  been 
accepted  by  the  Department  of 
Health  for  inclusion  in  the 
approved  list  of  appliances  and  is 
available  to  patients  on 
prescription  (£2.36).  The 
lightweight  knitted  cotton  or 
cotton/polyester  bib  covers  and 
protects  the  stoma  after  a 
laryngectomy  operation.  James 
Hamer  Ltd.  Tel:  061  761  5833. 

New  asthma  book 

"Asthma  at  your  fingertips"  is  a 
new  paperback  for  people  with 
asthma,  parents  of  young 
asthmatics  and  also  professionals 
who  manage  the  disease.  The  book, 
written  by  experienced  asthma  CPs 
Mark  Levy  and  Sean  Hilton  and 
nurse  trainer  Greta  Barnes, 
addresses  more  than  250  questions 
collected  by  practice  nurses  during 
asthma  clinics.  The  book  is 
available  at  all  good  bookshops  for 
£11.95  or  can  be  ordered  (+  £3 
p&p)  from  Class  Publishing 
(Order  Department),  Freepost, 
London  W6  7BR. 


Naprosyn 

range 
extended 

Naprosyn  S/R,  from  Syntex 
Pharmaceuticals,  is  naproxen 
500mg  formulated  into  a 
sustained  release  tablet  combined 
with  an  immediate  release 
portion.  This  ensures  a  rapid 
initial  peak  with  a  maximum 
drug  concentration  in  plasma 
similar  to  conventional  dosage 
forms.  The  sustained  release 
portion  ensures  that  therapeutic 
plasma  levels  are  maintained  for  a 
24-hour  period. 

The  advantage  of  Naprosyn  S/R 
is  that  a  once  daily  dosage  of  one 
or  two  tablets  provides  24-hour 
anti-inflammatory  action  and 
may  help  to  improve  compliance. 
Product  licence  holder  Syntex 
Pharmaceuticals  Ltd,  Syntex 
House,  St  Ives  Road,  Maidenhead, 
Berkshire  SL6  1RD. 
Presentation  White  to  off-white 
film-coated  caplet  shaped  tablets 
containing  naproxen  sodium 
548mg  (equivalent  to  500mg 
naproxen). 

Indications  Treatment  of 
rheumatoid  arthritis,  osteoarthrosis, 
ankylosing  spondylitis,  direct 
trauma,  lumbosacral  pain,  cervical 
spondylitis,  tensosynovitis  and 
fibrositis. 

Dosage  One  or  two  tablets  once 
daily.  Tablets  should  not  be 
sucked  or  chewed. 
Contra-indications,  warnings  etc 

Active  peptic  ulceration. 
Hypersensitivity  to  naproxen. 
Naprosyn  S/R  should  not  be  given 
to  patients  in  whom  aspirin  or 
other  NSAIDs  induce  asthma  or 
other  adverse  effects,  because  of 
the  potential  for  cross-sensitivity 
reactions.  Bronchospasm  may  be 
precipitated  in  patients  suffering 
from  or  with  a  history  of 
bronchial  asthma  or  allergic 
disease. 

Interactions  Due  to  the  high 
plasma  protein  binding  of 
naproxen,  patients  also  taking 
hydantoins,  anticoagulants  or  a 
highly  protein-bound  sulphonamide 
may  show  signs  of  overdosage  of 
these  drugs.  See  Data  Sheet. 
Side-effects  Gastro-intestinal 
reactions  including  nausea, 
vomiting  and  abdominal 
discomfort.  Occasionally  gastro- 
intestinal bleeding  and  peptic 
ulceration.  Skin  rashes.  See  Data 
Sheet. 

Storage  Dry  place  below  25°C 
Legal  category  POM 
Pack  size  56  tablets  (£15.68) 
Product    licence  number 

0286/0133 
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Worn  both  day  and  night  the  Nicotinell  patch  provides  sufficient 
blood  nicotine  levels  to  help  prevent  cigarette  craving 
...especially  first  thing  in  the  morning 


Nicotinell®  TTS  Prescribing  Information  Presentation 

transdermal  therapeutic  system  containing  nicotine, 
ivailable  in  3  sizes  (30,  20  and  10cm2)  releasing  21mg, 
4mg  and  7mg  of  nicotine  rcspecuvelv  over  L'4  hours, 
ndication  Treatment  ol  nicotine  dependence,  as  an 
iid  to  smoking  cessation.  Dosage  Slop  smoking 
lompletely  when  starting  treatment.  Foi  those 
moking  more  than  20  cigarettes  a  claw  treatment 
jhould  be  started  with  Nicotinell  TTS  30  once  daily. 
Chose  smoking  less  should  start  with  Nic  c  itinell  ITS  20 
Mice  daily.  Sizes  of  30,  20  and  10cm2  permit  gradual 
withdrawal  of  nicotine  replacement,  using  treatment 
Periods  of  3-4  weeks  with  each  si/e.  Doses  above  30 
m2  have  not  been  evaluated.  The  treatment  is 
lesigncd  to  he  used  continuously  lor  months  but 
;iot  beyond.  However,  it  still  smoking  at  the  end  ol  the 
month  treatment  period,  further  treatment  ma\  lie 
ecommended  following  a  re-evaluation  ol  the 
)atient's  motivation.  Contra-indications  Non-smokers, 
hi.isioii.iI  smokers,  children  nuclei'  IK  wars.  As  with 
moking,  Nicotinell  is  contraindicated  during 
iregnancy  and  breast  feeding,  and  in  acute 
xardial  infarction,  unstable  angina  pectoris,  severe 


cardiac  aiThythmias,  recent  cerebrovascular  accident, 
skin  disease  preventing  patch  application  and  known 
hypersensitivit)  to  nicotine.  Precautions  1  lypertensii  in, 
si  able  angina  pectoris,  cerebrovasculai  disease, 
occlusive  peripheral  arterial  disease,  heart  failure, 
hyperthyroidism,  cliabcics  mellitus,  renal  or  hepatic 
impairment,  peptic  ulcer.  Persistent  skin  reaction  to 
the  patch.  Keep  out  ol  the'  icach  ol  children  at  all 
times.  Side-effects  Smoking  cessation  causes  main 
withdrawal  symptoms.  Most  common  adverse  ctleets 
direct!)  related  to  nicotine  patches  are  reaction  ai 
application  site'  (usually  erythema  oi  pruritus)  and 
sleep  distui  banc  e.  Sec-  data  sheet  foi  details.  Legal 
category  P  Packs  Nicotinell  [TS  10  (PL0001  017".) 
in  jjacks  ol  7  patches,  trade  puce  £8.21,  28  patches, 
£32.83.  Nicotinell  TTS  20  (PL0001/0174)  in  packs  of 
7  patches  £8.64,  28  pate  lies,  £34.56.  Nic <  itinell  Trs  30 
(PL0001/0175)  in  packs  ol  7  pau  lies  £9.07,  28 
patches.  £36.28.  ®  denotes  registered  trademark.  Trill 
prescribing  information  is  available  on  request  from 
Crt^igv  Pharmaceuticals,  Wimblehurst  Road.  Horsham. 
West  Sussex.  RH12  4AB.  Telephone  (0403)  lJ7L'SL'7. 
Date  of  preparation  December  1 1 192. 


Nicotinell 


TTS 

transdermal  nicotine 

helps  to  overcome 
nicotine  addiction 


® 


Counterpoints 


OTC  first  for  Eurax 
hydrocortisone 


Zyma  Healthcare  are 
launching  Eurax  He  (15g, 
£2.40),  the  first 
hydrocortisone 
combination  product 
available  OTC. 

It  contains  0.25  per  cent 
hydrocortisone  and  10  per 
cent  crotamiton,  which 
gives  it  the  dual  action  of 
an  anti-inflammatory  and 
an  anti-pruritic. 

Eurax  He  is  indicated 
for  the  relief  of 
inflammation  and  pruritus 
associated  with  irritant 
contact  dermatitis,  allergic 
contact  dermatitis  and 
insect  bite  reactions.  The 
company  says  relief  from 
symptoms  lasts  for  up  to 
ten  hours. 

Eurax  He  may  be  used 
by  adults  and  children  over 
ten  years  of  age.  It  should 
be  applied  sparingly  over  a 
small  area  twice  a  day  for  a 
maximum  period  of  one 
week.  Occlusive  dressings 
should  not  be  used  with 
the  product. 

The  use  of  Eurax  He  is 
contra-indicated  where 
there  is  any 
hypersensitivity  to  any 
component  of  the 
formulation  or  where 
three  are  acute  exudative 
dermatoses  or  bacterial, 
viral  or  fungal  infections  of 
the  skin.  Eurax  He  should 
not  be  applied  to: 


ulcerated  areas;  eyes;  face; 
ano-genital  region;  broken 
or  infected  skin  including 
cold  sores,  acne  and 
athletes  foot.  The  use  of 
Eurax  He  in  pregnancy  or 
lactation  should  only  be  at 
the  doctor's  discretion. 

Side-effects  which 
occasionally  occur  at  the 
site  of  application  include 
signs  of  irritation  such  as  a 
burning  sensation,  itching, 
contact  dermatitis/contact 
allergy. 

The  launch  will  be 
supported  with  a  trade 
press  advertising  campaign 
as  well  as  a  doctor 


awareness  campaign. 

"By  using  doctor 
detailing  we  will  ensure 
that  doctors  are  aware  that 
they  can  now  refer  patients 
to  the  pharmacist  to 
purchase  Eurax  He,"  says 
James  Ball,  senior  product 
manager  at  Zyma 
Healthcare.  "The 
pharmacist  has  played  a 
leading  role  in  building 
the  sales  of  Eurax  itself. 
We  are  giving  the  launch 
the  maximum  support  to 
encourage  pharmacy 
recommendation."  Zyma 
Healthcare.  Tel:  0306 
742800. 


Body  Mist  is  being  supported  by  a  "Try  me  free"  promotion 
throughout  Spring.  On  purchase  of  a  Body  Mist  aerosol  or 
roll -on,  consumers  are  given  the  chance  to  effectively  try  the 
product  free  by  sending  off  for  a  full  refund.  The  offer  is 
highlighted  on-pack  and  applicants  simply  send  off  an 
attached  form  and  proof  of  purchase  to  claim  their  money 
back.  Smithkline  Beecham  Consumer  Brands.  Tel:  081-560 
5151 


A  touch  of 
the  sun 

For  the  look  of  Summer 
without  the  damage,  Roc 
have  launched  Impression 
d'Ete,  a  moisturising 
bronzing  day  cream  which 
complements  their 
bronzing  powder,  Ton  de 
Soleil. 

The  product  combines  a 
self-tanning  action  with 
skincare  benefits.  DHA 
reacts  with  the  keratin  in 
the  stratum  corneum  to 
give  golden  colour  which 
lasts  for  about  three  days. 
It  retails  at  £9.95  (40ml). 

For  the  launch  period, 
consumers  will  be  offered 
a  free  powder  brush  on 
purchase  of  either 
Impression  d'Ete  or  Ton  de 
Soleil  plus  any  other  Roc 
product.  Laboratoires  Roc. 
Tel:  0273  517704. 


New  products  and  trial 
sizes  for  Coppertone 


Jean  Sorelle,  who  took 
over  the  UK  licence  for 
Coppertone  in  1991,  have 
unveiled  their  plans  for  the 
1993  Summer  season.  Top 
of  the  list  is  a  new  dry  oil 
spray,  an  Active  suncare 
range  and  trial  sizes  for 
self-tanning  products. 

The  company  says  that 
the  oils  sector  of  the 
market  is  in  decline,  but 
believe  this  can  be 
reversed  by  new  products. 
Coppertone  Dry  Oil  Spray 
is  designed  to  do  just  that, 
they  say. 

A  light,  non-greasy  oil 
with  an  SPF  of  2,  the  new 
product  is  absorbed 
quickly  and  won't  leave  a 
sticky  residue.  It  is 
enriched  with  moisturisers 
including  aloe  vera  and 
vitamin  E  and  retails  at 
£5.99. 

Also  new  for  1993,  but 
exclusive  to  Boots  for  the 
first  year,  is  Coppertone 
Active  tanning  range.  The 
range  is  targeted  at  that 
sector  of  the  population 
who  enjoy  fitness  and 
sport  in  the  sun  such  as 
skiers,  golfers  and  those 
involved  in  watersports. 

There  are  three  products 
in  the  range  with  SPFs  of 
4,  8  and  15.  All  are  dry 
lotions  said  to  vanish  into 
the  skin  leaving  no  filmy 
residue  to  affect  grip.  They 
are  hypo-allergenic  and 
waterproof  and  contain  the 
moisturisers  aloe  vera, 
jojoba  oil  and  vitamin  E. 

Packaged  in  dark  blue 
packs  with  yellow  tops  the 
company  is  aiming  for 
strong  on-shelf  impact.  All 
products  in  the  Active 
range  retail  at  £6.99. 


Trial  sizes  of 
Coppertone's  artificial 
tanning  products  are  also 
new  for  1993.  As  an 
incentive  to  try  QT, 
Sunless  Tanning  Lotion 
and  Sudden  Tan,  handy 
trial  sizes  will  retail  at  75p. 
They  will  be  available  in  a 
counter  display  unit. 

A  holiday  pack  of  the 
most  popular  Coppertone 
product  SPF4  with  an 
SPFS  will  also  be  available 
retailing  at  £6.99  for  the 
two,  offering  consumers  a 
saving  of  £5.99. 

Advertising  and 
marketing  support  to  the 
tune  of  £400,000  have 
been  finalised  and  will 
include  single  page  ads 
continue  the  theme  from 
last  year  "When  it  comes 
to  suncare,  Coppertone 
covers  just  about 
everything  under  the  sun". 
There  will  also  be  specific 
ads  for  the  self  tanning 
range  and  Active  products. 

Trade  deals  are  being 
offered  to  regular 
customers  and  there  are 
also  floor-standing  and 
counter  display  units.  A 
three  dimensional  display 
showcard  has  the  facility 
to  feature  full  size  dummy 
products  against  a  hot  spot 
setting. 

Once  Summer  arrives, 
the  Coppertone  mystery 
shopper  will  be  out  and 
about  looking  for  the  most 
striking  window  display  of 
Coppertone.  First  prize  is  a 
holiday  for  two  in  the 
Mediterranean  with 
runners-up  prizes  of  a 
weekend  in  Paris  and  cash. 
Jean  Sorelle  Ltd.  Tel: 
0733  281000. 


The  Palmolive  shaving  range  has  a  new  merchandising 
unit  designed  to  maximise  sales.  The  unit  measures  17 
x  lOin  and  is  about  8in  high.  Colgate-Palmolive  Ltd.  Tel: 
0483  302222 
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CT  INFORMATION 
tion  Canesten  10%  VC  is 
as  a  single  pre- filled 
>r  containing  5g  of  10% 
iole  vaginal  cream. 
/  is  available  as  a  single 
ablet  containing  500mg 
zole  and  an  applicator  in 
i  place  the  tablet  for 
.  Uses  Candidal 
Dosage  and 
nation  Canesten  10% 
Its  Insert  the  contents  of 
illerd  applicator 
nally,  preferably  at  night 
/,  Adults  Place  the 
i  1  vaginal  tablet  in  the 
>r,  and  insert 
nally,  preferably  at  night 
Since  both  of  these 
are  used  with  an 
r,  paediatnc  usage  is  not 
nded  Contra- 
>ns  Hypersensitivity  to 
iole  Side-Effects  Rarely 
may  experience  local 
ning  or  irritation 
tely  after  inserting  the 
lypersensitivity  reaction 
jr  Use  in  Pregnancy  In 
tudies  clotrimazole  has 
associated  with 
nc  effects  but  following 
inistration  of  high  doses 
lere  was  evidence  of 
city.  The  relevance  of 
:t  to  topical  application 
ns  is  not  known. 
,  clotrimazole  has  been 
pregnant  patients  for 
cade  without 
ble  adverse  effects.  It  is 
recommended  that 
bole  should  be  used  in 
y  only  when  considered 

by  the  clinician.  If 
ing  pregnancy  extra  care 
;  taken  when  using  the 
r  to  prevent  the 
of  mechanical  trauma. 
I  Oral  Ingestion  In 
routine  measures  such 
lavage  should  be 
as  soon  as  possible 
stion.  Pharmaceutical 

Canesten  10%  VC 
:ore  above  25°C. 
No  special  storage 
s  are  necessary  Legal 
R  Retail  Selling 
95  for  each  product 
Licence  Number 
lJ0%  VC  PL  0010/0136, 

PL  0010/0083  Date 
ation  August  1992 
cs:  1.  Cohen  L.,  Curr 
Opm  1985;  9  (8):  520-3. 
L,  Forssman  L.  Am  I 
tcol  1985;  152  (7/2): 

>lc,  December  1992. 
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IF  IT'S  THRUSH, 
RECOMMEND  CANESTEN 


copy  of  the 

Guide,  contact: 
Pharmaceutical 

up,  Bayer  House, 
y  Hill,  Newbury, 
RGB  1JA 


Following  its  introduction,  Canesten  has  become  one  of  the 
most  successful  OTC  brands  ever. 

It  is  available  either  as  vaginal  cream  or  vaginal  tablet/ 
pessary,  which  gives  your  customers  the  choice  of  two 
presentations  of  the  same  effective  treatment  (over  90%  of 
all  women  successfully  treated  with  a  single  dose1,2). 

This  success  further  reinforces  Canesten's  position  as  the 
unchallenged  market  leader,  both  as  a  prescription  and  OTC 
therapy.  And,  given  the  reception  of  Canesten  by  your 
customers,  it  contributes  to  your  success  as  well. 

We  at  Bayer  shall  continue  to  support  you  with  heavy 
investment  in  advertising  and  a  complete  range  of  educational 
materials  for  consumers  and  your  staff.  To  make  sure  Canesten 
stays  ahead  of  the  field,  we  are  rolling  out  Canesten  TV 
advertising  in  many  more  regions  and  stepping  up  advertising 
in  women's  journals. 

Please  make  sure  your  stock  is  at  an  adequate  level;  and 
contact  us  for  a  copy  of  the  comprehensive  Professional  Guide 
and  other  educational  materials. 


Canesteti 


clotrimazole 


Silvikrin  gets  stylish 
relaunch 


The  Silvikrin  range  has 
been  updated  with 
redesigned  packaging  for 
both  the  hairspray  and  the 
shampoos. 

The  Silvikrin  logo  has 
been  updated  and  the 
words  "Active  care  for 
hair"  added  on-pack. 

New  abstract  graphics 
are  colour  coded  to  ensure 
easy  indentification  of 
different  variants. 

Silvikrin  2  in  1, 
launched  last  March,  has 
been  renamed  Shampoo  & 
Conditioner  in  One  and 
features  both  an  improved 
formulation  and  new 
packaging. 


Major 
television 
support 
for  Belle 
Color 

Belle  Color,  the  home 
permanent  hair  colourant 
from  Laboratoires  Gamier, 
will  be  back  on  television 
this  Spring  with  a  national 
campaign  lasting  until  the 
end  of  May. 

Equating  to  a  spend  in 
excess  of  £600,000, 
Laboratoires  Gamier  are 
also  supporting  the  brand 
with  a  gift  with  purchase 
promotion,  exclusive  to 
independent  pharmacies. 

Customers  will  given  a 
black  velvet  oval  hairclip 
free  with  any  purchase  of 
Belle  Color  or  Belle 
Blonde. 

A  new  display  package, 
including  merchandising 
unit  and  a  shelf  wobbler, 
are  available  to  promote 
the  gift-with-purchase 
offer.  Gamier.  Tel: 
071-937  5454. 


Four  variants  are 
available  providing  for 
different  conditioning 
needs:  dry  hair,  frequent 
use,  normal  hair  and  fine, 
flyaway  hair.  The 
packaging  complements 
that  of  the  new  look 
hairspray. 

To  support  the  relaunch 


shampoo  samples  will  be 
delivered  to  four  million 
homes  from  May. 

This  will  be  followed  by 
a  XI. 5  million  Press 
advertising  campaign 
during  the  Summer. 
Smithkline  Beecham 
Consumer  Brands.  Tel: 
081-560  5151. 


Vosene  Fresh  for 
frequent  use 


Vosene  has  been  given  a 
fresh  new  image  and  a 
frequent  use  variant  added 
to  the  range. 

Vosene  Fresh  is  aimed  at 
younger  users  of  both 
sexes  and  has  the  distintive 
Vosene  fragrance. 

The  Vosene  teardrop 
logo  now  features  strongly 
both  in  the  bottle  shape 


and  on  the  carton  design. 
Packs  are  colour  coded 
green  for  Original  and 
aqua  for  Fresh  variants. 

The  range  will  be 
supported  by  television 
advertising  and  a  sampling 
campaign.  Smithkline 
Beecham  Consumer 
Brands.  Tel:  081-560 
5151. 


ADVERTISEMENT 


Recession 

Colorama,  recently  complimented  by  the 
national  press  as  a  company  that  is  '"bucking 
the  recession"  is  proving  its  commitment  to 
future  growth  following  the  multi  million  pound 
investment  in  their  new  photo  processing 
laboratory  in  Manchester 
Well  on  projected  targets  the  move  confirms 
Colorama's  belief  in  the  creation  of  much  wider 
choice  of  quality  processing  for  the 
independent  photo  retailer  than  has  been 
available  to  date. 

The  new  nationwide  Colorama  service  backed 
by  a  credible  and  dynamic  organisation  that 
has  become  Britain's  fastest  growing  photo 
laboratory  is  daily  attracting  many  new 
customer  and  will  shortly  be  signing  its  2000th 
retailer. 


Poster  support  for 
Chap  Stick 


A  national  poster 
campaign  is  being 
launched  for  Chap  Stick. 

The  £320,000  campaign, 
lasting  until  the  end  of 
March,  will  include  over 
10,000  bus  shelter  sites. 


Chap  Stick  is  also 
benefitting  from  a 
promotion  in  association 
with  The  Spastics  Society 
and  Kiss  FM  radio  station. 
Whitehall  Laboratories. 
Tel:  0271  45935. 


Top  Spring  offers  from 
Unichem 


Unichem's  March  offers 
include  promotions  on 
Colgate,  Studio  Line, 
Harmony,  Belle  Color  and 
Natrel  Plus  ranges. 

Colgate  is  being  price 
promoted,  with  a  pack  of 
125ml  Great  Regular  or 
Blue  Minty  Gel  banded 
with  a  free  toothbrush. 
The  packs  retail  at  £1.39, 
down  from  £1.64.  Great 
Regular  50ml  is  on  offer  at 
£5.93  for  a  12-pack. 
Colgate's  range  of  stand-up 
tubes  are  down  to  £15.85 
from  £18.66. 

Studio  Line  Fixing 
Spritz  and  Styling  Gelle 
Spray  (150ml  six  packs) 
are  on  offer  at  £7.96,  down 
from  £12.72.  PORs  of  25 
per  cent  are  available  on 
Sleek  Mousse,  Sleek  Gelle 
and  Moussing  Curls, 
discounted  to  £18.74  for  a 
12  pack  from  £24.60. 

A  21  per  cent  discount  is 
available  on  products  in 
the  Harmony  hairspray 
range.  All  variants  are 
available  in  200ml  plus 
25ml  extra  free  packs  (£4 
for  a  six  pack)  and  300ml 
plus  50ml  extra  (£5.43). 

Garnier's  Belle  Color  is 


on  price  promotion,  with  a 

24  per  cent  POR  available. 
Three-packs  are  on  offer  at 
£5.40  instead  of  £7.41. 

Natrel  Plus  150ml 
aerosol  comes  with  20ml 
extra  free  on  all  variants. 
The  trade  price  is  £13.10 
for  a  12-pack.  Natrel  Plus 
40ml  roll-on  comes  with 

25  per  cent  extra  free  and 
is  reduced  to  £8.58  for  a 
12-pack.  Natrel  Plus  50mg 
solid  is  available  at  £7.31 
for  a  six-pack,  down  from 
£8.72.  Unichem.  Tel: 
081-391  2323. 


Numark 
on  nappies 

Numark  are  promoting 
their  Ultra  Dri  Plus 
disposables  to  the  trade 
and  consumers. 

While  stocks  last  packs 
will  contain  two  extra 
nappies  free  in  infant, 
toddler  and  child  packs, 
and  for  a  limite  period 
profit  on  return  will  be 
boosted  to  25  per  cent. 
Numark.  Tel:  0827  69269. 


Win  a  trip  to  Bali 


Unichem  and  Crookes 
Healthcare  have  joined  up 
to  offer  pharmacists  the 
opportunity  to  attend 
Unichem's  1992 
Convention  in  Bali,  free. 

Pharmacists  need  to 
order  at  least  eight  cases  of 
Nurofen,  Complan, 
Sweetex  and  E45  skincare, 
all  listed  on  a  special  order 
form.  Ordering  the 
stipulated  quantities  of 
each  product  merits  two 
entries,  while  orders  of  all 
four  product  groups  allows 
an  additional  four  free 
entries. 

Entrants  then  have  to 
answer  questions  on  the 
number  of  air  miles 
between  covered  London 
and  Bali  in  a  given  week, 
and  complete  the 
tie-breaker:  "I'd  like  to  be 
going  places  because...." 
The  lucky  winner  and 
partner  will  then  be  flown 
to  Bali  where  they  spend  a 
week  at  the  Grand  Hyatt 
Hotel,  attending  the 
convention  and  the  gala 


dinner,  as  well  as  having 
time  for  sightseeing. 

As  a  bonus,  the  two 
companies  are  offering  free 
gifts  with  each  order  of  the 
nominated  Crookes 
products,  which  are  also 
discounted  throughout  the 
competition  period. 

Orders  for  six  cases  of 
Nurofen,  giving  a  POR  of 
38  per  cent,  will  get  a 
classic  replica  of  the 
Ferrari  275  GTB4.  Orders 
of  five  cases  of  Complan, 
POR  of  25  per  cent,  will 
win  a  Samsonite  garment 
bag.  Five  cases  of  Sweetex, 
giving  a  POR  of  24  per 
cent,  will  receive  a 
cappuccino  maker,  while 
an  eight  case  order  of  E45 
skincare,  with  a  POR  of  34 
per  cent,  will  win  a  cotton 
bathrobe. 

Orders  and  entries 
should  be  returned  to  your 
local  Unichem  branch  by 
March  31.  Winners  will  be 
notified  by  April  9. 
Unichem.  Tel:  081-391 
2323. 
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As  a  new  school  term  begins... 


THE  HEADLICE  PRODUCT  FOR  PEOPLE 
WHO  DON'T  WANT  HEADLICE 


Just  think  about  it.  Across  the 
country  there  are  thousands  and 
thousands  of  families  who  don't 
have  headlice.  And  now  that  you 
stock  New  Rappell,  the  unique 
headlouse  repellent,  they  are  all 
potential  customers.  Because  the 
new  school  term  signals  the  start  of 
another  headlice  season  and  there's 
no  better  way  for  your  customers  to 
protect  their  family. 


USER  FRIENDLY 
PUMP  SPRAY  ACTION 


FumpSpW 


APPELL 

HEAD  LOUSE 
REPELLENT 


AND  FOR 
PEOPLE  WHO 
HAVE 
HEADLICE 

New  Rappell  can  also  be 
recommended  for  use  following  a 
headlice  clearing  treatment  -  thus 
doubling  your  profit  opportunity. 


RAPPELL 


Rappell  is  a  registered  trademark 


01-93-3 


A    SPRAY    A    DAY    KEEPS  HEADLICE 


f  # 
W  A  Y 


Kabi  Pharmacia  has  used  its  unrivalled  experience  in  smoking  cessatioi 
to  create  a  patch  that  closely  reflects  the  needs  of  the  smoker  who  want* 
to  give  up. 

Nicorette®  Patch  is  unique  in  the  field  of  smoking  cessation  by  offering 
transdermal  delivery  of  nicotine  through  the  waking  hours  only. 
Applied  in  the  morning  and  removed  before  bedtime,  Nicorette® 
Patch  avoids  night  time  administration  of  nicotine,  minimising  the  risk 
of  sleep  disturbance1  while  giving  just  enough  through  the  day  to  help 
beat  the  craving. 

The  nicotine  plasma  profile2  of  a  typical  smoker  rises  through  the  morn  in 
reaching  a  plateau  through  the  afternoon  and  falls  again  while  asleep  \ 

Abbreviated  prescribing  information 

Nicorette"  Patch  15  mg,  10  mg  and  5  mg.  Presentation:  Transdermal  delivery  system  available  in  sizes  (30,  20  and  10  cm2)  releasing  15  mg,  10  mg  and  5  mg  of  nicotine  respectively  c  i 
16  hours.  Indications:  Treatment  of  nicotine  dependence,  relief  of  withdrawal  symptoms  associated  with  smoking  cessation.  Dosage  and  Administration:  Nicorette*  Patch  should  nol  I 
used  concurrently  with  other  nicotine  products  and  patients  must  stop  smoking  completely  when  starting  treatment.  The  recommended  treatment  programme  should  occupy  3  mon  | 
One  Nicorette"  Patch  should  be  applied  to  a  dry,  non-hairy  area  of  skin  on  the  hip,  upper  arm  or  chest  in  the  morning  and  removed  at  bedtime.  Application  should  be  limited  to16  h(  1 
within  any  24  hour  period.  Patients  are  recommended  to  commence  with  one  15  mg  patch  daily  for  the  first  8  weeks.  Patients  who  have  remained  abstinent  should  then  be  suppo  \ 
through  a  weaning  period,  consisting  of  one  10  mg  patch  daily  for  2  weeks  followed  by  one  5  mg  patch  daily  for  a  further  2  weeks.  Patients  should  be  reviewed  at  3  months  ar  j 
abstinence  has  not  been  achieved,  further  courses  of  treatment  may  be  recommended  if  it  is  considered  that  the  patient  would  benefit  Contra-indications,  Warnings  etc.:  Conl'l 
indications  -  Non  smokers,  children  under  18  years,  pregnancy,  lactation,  known  hypersensitivity  to  nicotine  or  component  of  patch. 

Precautions;  History  of  angina,  recent  myocardial  infarction  or  cerebrovascular  accident,  serious  cardiac  arrythmias,  systemic  hypertension  or  peripheral  vascular  disease,  history  of  pe  l 


WORLD  LEADER  IN  TREATMENTS  TO  HEl 


SLEEPING  HOURS 


On  giving  up  smoking  the  loss  of  nicotine  can  result  in  many  unpleasant 
withdrawal  symptoms  including  craving.  Studies  show  this  craving 
rises  through  the  day,  reaching  a  peak  at  around  7  p.m.3'4,5'6  A  large 
survey  of  UK  smokers  report  the  most  common  occasions  leading  to 
relapse  occurred  during  social  occasions,  and  while  drinking. 
(Only  4%  relapsed  in  the  morning). 


For  more  information  on  the  Nicorette9  range 
or  "FRESH  START"  materials,  please  ring  our  HELPDESK  on 

Answerphone  after  hours 


i! 


ulcer,  diabetes  mellitus,  hyperthyroidism,  phaechromocytoma,  chronic  generalised  dermatological  disorders  Warnings:  Erythema  may  occur.  If  severe  or  persistent  discontinue  treatment. 
Drug  Interactions:  See  full  data  sheet.  Side-effects:  Application  site  reactions  (e  g  erythema  and  itching),  headache,  dizziness,  nausea,  palpitations,  dyspepsia  and  myalgia.  Other  subjective 
sensations  associated  with  smoking  cessation  or  nicotine  administered  by  smoking  may  occur  Legal  Category:  P.  Package  quantities:  Cartons  containing  Nicorette"'  Patches  in  single 
sachets  in  the  following  quantities:  Nicorette®  Patch  15  mg  (PL  0022/0105)  -  packs  of  7  (£9  07)  and  28  (£36.28).  Nicorette"  Patch  10  mg  (PL  0022/0104)  -  packs  of  7  (£8.36).  Nicorette* 
Patch  5  mg  (PL0022/0103)  -  packs  of  7  (£7  20)  Full  prescribing  information  available  on  request  from:  Kabi  Pharmacia  Ltd  ,  Davy  Avenue,  Knowlhill,  Milton  Keynes,  Buckinghamshire, 
MK5  8PH  References:  7.  Fagerstrom,  K.O.,  et  al.,  J.  Smokmg-Related  Dis.,  1991  2  (2),  173-180.  2.  Benowitz,  N.L.et  al.,  Clin  Pharmacol.  Ther ,  1982,  32  (6)  758-764.  3.  Shiftman,  S.M.,  1979. 
The  tobacco  withdrawal  syndrome:  In:  Krasnegor  N  A  ,  (ed)  Cigarette  smoking  as  a  dependence  process.  NIDA  Research  Monograph  23,  U.S.  ^> 
Department  of  Health,  Education  and  Welfare,  Washington  DC  pp  158-184  4.  Schneider,  N.G.  Psychopharmacology  ,  1984.  82:  143-144  5.  Gntz,  E  R  £  \  * 

&  Jarvik,  M  E  ,  1973,  Proceedings  of  the  81st  Annual  Convention  of  the  American  Psychological  Association  vol  1  pp  1039-1040  6.  Gilbert,  R  M  &  W 

Pope  ,  Psycopharmacology  ,  1982  78:  121-124  7.  Gallup,  September  1992  Nicorette"  Patch  is  manufactured  by  Kabi  Pharmacia.  Ktlbi  Ph  lFlll  1CI  J 

OUR  CUSTOMERS  GIVE  UP  SMOKING 


Invisible  protection 
from  Bodyf orm 


Bodyform  Invisible  is  a 
new  ultra-thin  towel  from 
Sancella. 

The  towel  is  4mm  thin 
and  has  a  stay  dry  cover. 
There  are  three  channels 
for  better  aborption  and 
wings  to  hold  the  towel  in 
place  and  protect  from  side 
leakage. 

Bodyform  Invisible 
comes  in  two 
absorbancies,  super  (14s) 
and  regular  (16s),  both 
retailing  at  £2.79. 

The  launch  will  be 
backed  by  a  television 
campaign  which  breaks  in 
April. 

The  ultra-thin  sector  is 
currently  the  fastest 
growing  area  in  sanpro, 
say  Sancella,  and  over  30 
per  cent  of  press-on  towel 
sales  will  be  in  ultra-thin 
products  by  1994.  Scott 
Ltd.  Tel:  0342  327191. 


Perioprox 
fills  a  gap 
in  dental 
market 

Perioprox  is  a  new 
interdental  brush  system 
available  from  Westone 
Products. 

It  has  a  double-angled 
head  said  to  increase  the 
removal  of  plaque  from 
between  teeth.  A  choice  of 
tapered  or  cylindrical 
brushes  with  plastic  coated 
wire  are  on  offer. 

Already  available  in 
Australia,  the  product  was 
recently  chosen  for 
exhibition  at  the  London 
Design  Museum. 

It  retails  at  £1.53  for  a 
handle  and  one  brush  and 
£4.49  for  a  tub  often  refill 
brushes.  Westone 
Products  Ltd.  Tel: 
071-935  4197. 


Svelte  bodycare 
addition  for  Dior 


Dior  Svelte  is  a  new  body 
shaping  treatment, 
promising  cellulite  control 
with  rapid  results,  without 
the  need  for  massage. 

The  body  refining  gel 
contains  a  concentrate  of 
four  plant  extracts: 
plectranthus,  cola  bean, 
visnaga  vera  and 
terminalia  sericea.  These 
lipo-regulating  ingredients 
claim  to  stimulate  the 
capillary  network, 
reducing  puffiness  and 
eliminating  toxins. 


Svelte  will  offer  visible 
results  in  just  two  weeks, 
say  Christian  Dior,  with  a 
noticeable  refining  of  body 
contours  and  smoother 
skin.  The  non-greasy  fluid 
gel  is  absorbed  instantly 
and  massage  is  not 
necessary.  A  small  amount 
should  be  applied  to 
"reshape"  the  desired 
areas,  such  as  waist,  hips, 
thighs.  It  retails  at  £25  for 
a  200ml  pack.  Parfums 
Christian  Dior.  Tel:  0273 
515021. 


Gerard  House  hits 
the  road 


Gerard  House,  the  herbal 
medicine  range,  is  to 
benefit  from  a  dedicated 
sales  force  which  is  set  to 
hit  pharmacies  all  over  the 
country. 

Some  ten  herbal 
representatives  have  been 
trained  to  present  and  sell 
the  company's  licensed 
herbal  medicines  and 
essential  oils,  taking  over 
from  Scholl 

representatives  who  have 
so  far  been  introducing  the 


range  to  pharmacies. 

A  range  of  training  and 
educational  material  will 
be  offered,  including  data 
sheets,  posters  and 
consumer  leaflets. 

Introductory  deals  are 
also  available  to  those 
pharmacies  which  stock 
the  Gerard  House  range  of 
products,  while  two  display 
units  can  also  be  obtained 
from  the  company.  Gerard 
House  Ltd.  Tel:  0582 
487331. 


Running  for  taste 


Now  that  Flix  has  won 
status  as  the  official 
sweetener  of  the 
NutraSweet  London 
Marathon,  Searle 
Consumer  Products  have 
launched  a  promotional 
initiative  to  capitalise  on 
the  event. 

The  Race  for  Cash  will 
be  featured  on  200,000 
packs  of  Flix,  each  of 
which  will  carry  a  hidden 
message. 

Packs  which  reveal  the 
message  CASH  win  £10 


instantly.  Consumers  who 
collect  the  four  letters  to 
spell  CASH  can  claim  £5, 
while  anyone  submitting  a 
claim  of  any  four  letter 
combination  will  receive 
£1. 

Supplementary  support 
for  the  Flix  brand  will 
include  a  PR  activity 
programme  based  on 
national  and  regional 
Press,  radio  and  television. 
Searle  Consumer 
Products.  Tel:  0494 
521124. 


AAH  pick  and  mix 


AAH  are  introducing  a 
Pick  and  Mix  special  offer 
on  the  Family  Health 
range,  including  calamine 
lotion,  coconut  oil,  kaolin 
and  morphine  mixture, 
magnesium  trilsilicate, 
multivitamin  and 
multivitamins  and  iron 
tablets,  olive  oil,  potassium 
nitrate  mixture  and  witch 


hazel. 

Customers  buying  a 
minimum  of  six  outers 
qualify  for  a  12.5  per  cent 
discount,  while  eight 
outers  or  more  qualifies 
for  a  15  per  cent  discount. 

The  offer  will  run  until 
March  31.  AAH 
Pharmaceuticals  Ltd.  Tel: 
0928  717070. 


New  toiletries  range 

The  Wyndham  Collection      and  three  different  soaps, 


is  a  new  range  of  women's 
bath  toiletries  and  room 
fragances,  manufactured 
in  the  US  by  Windham 
Toiletries. 

The  range  includes 
bath/shower  gel,  body 
lotion,  after-bath  refresher 


in  six  fragrances,  which 
match  room  sprays  and 
pot  pourri. 

Gift  packs  are  also 
available,  as  well  as  a 
range  of  travel  sizes. 
Windham  Toiletries.  Tel: 
0268  528531. 


Keep  your  Strepsils  and  Karvol  units  on  display! 

THE     MYSTERY     SHOPPER'S     IN     YOUR    TOWN     FOR    ANOTHER     6  WEEKS! 


Hire  for  ihi  fourth  week! 
I  he  Mysrer)  Shopper  is  back 

(  roukes  Healthcare  have  pleasure 

in  ink  ing  tins  week  s  t75 

i  ash  pnzi  »  its    Sponsored  by 

leading  coldcare  brands  Strepsils 
and  K.i r\  nl .  r  he  competition 
in.  hides  .in  overall  k.5,000  cash 
bonanza  draw  whk  li  will  take 
plac<  ..nil  .ill  ten  week  s  winners 
have  been  chosen  for  it  So  watch 
rhis  spau  and  keep  your  displa) 
units  full)  stoi  ked  li  could  b< 
you  next  timi  round  .is  there  are 
s,x  mort  weeks  srill  to  no! 


•  K  M  Kurd,  Mid  Street, 

I  raserburgh.  Aberdeenshin 

•  G  Patel,  Bobbin  Pharmai ) 
King  Street,  Aberdeen 

•  DGillespii  .  Parkinson  ul  Paisley, 
Neilson  Road,  Rcnfrcwshiri 

•  D  I  ink  Whircleas,  South 
Shields 

•  Miss  Maw,  Hcnr)  and  Hill 
Wickham,  Ncwcasth  upon  Tyra 

•  Mr  Mi  Kit  Stubbs  <  hemist, 
Hartlepool  <  leveland 

•  II  Minimi  Dialstonc  Lane, 
( Ifferttm,  Sto.  kporl 

•  s  Suti  liffe  \V  I'  Downes 
Altnng.  ham,  (  heshire 


•  s  |  Rytrofi ,  Lewis  and  Roberts 
Ruddingron,  Nottingham 

•  k  Sun,  (  orgwal  (  hemists, 
Bccston,  Nottingham 

•  M  N  Pam  huli,  Loughborough 
Ko.id ,  Lciccstt  r 

•  B  rhumpson,  Sarsb) .  Blidwon 
Mansfield 

•  s  Taylor,  Stuckwellgatc, 
Mansfield,  Nottingham 

•  Mrst  .ipstiek,  Upper  Holway 
Road,  Taunton,  Somerset 

•  Mr  Zwickl,  Scotts  (  hemist, 
llfratombe,  Devun 

•  A  M  Parmar,  <  miner,  ial  Roai 
Newport,  Gweni 


•  Trimming  Willis  and  <  ... 
Iliejl  Street .  Alton,  I  Lints 

•  (,  llnl.  .Gray  and  Jones, 
High  Street,  Wcstbury,  Wilts 

•  K  (  Patel,  Bliep  '  hemist, 
Bletchley,  Milton  Kernes 


•  T  Reynolds,  DG  Hayden 
(  hemist,  Lowestoft,  Suffolk 

•  S  E  (  r.u^,  Main  Street, 
Cullybackey,  C  o  Antrim 

•  J  Hutchinson,  Smiths  Chemist, 
Connswater  Shopping  (  entrt , 
Belfast 


MYSTERY  ffm 
SHOPPER^ 
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On  TV  Next  Week 


>aul  Murray  have  added  tortoise  shell  coloured  combs  to  their  West  Point  range  of  men's 
'rooming  products.  There  are  six  different  styles  of  combs:  pocket,  bobby,  barber, 
Iressing,  handled  and  afro.  The  combs  come  with  a  new  POS  unit  which  is  preloaded 
vith  stock.  Paul  Murray  pic.  Tel:  0703  268444 


Hot  off  the  production  line  are  some  of  the  5  million  Gillette  Series  samples  produced 
for  the  launch.  The  company  is  running  a  National  Male  Grooming  Week  in  the  first 
week  of  March  to  highlight  the  sector.  The  range  will  be  supported  by  a  £12  million 
package  of  television,  Press  and  poster  advertising  plus  promotions  during  the  week. 
Gillette  UK.  Tel:  081-560  1234 


Unichem 
offer 

Unichem  have  teamed  up 
with  Wilkinson  Sword  to 
offer  pharmacists 
discounts  on  their 
manicure  products  plus 
free  gifts. 

Pharmacists  can  claim  a 
leather  address  file  when 
ordering  a  minimum 
quantity  of  products  from 
the  range.  Orders  of  an 
additional  six  Straight 
Scissors  qualify  for  an 
engraved  quill  pen.  Offer 
closes  April  30.  Unichem. 
Tel:  081-391  2323. 


Brita  tap  into  water 


New  additions  to  the  Brita 
range  of  water  filters 
include  the  Aquafine,  an 
improved  version  of  the 
Standard  filter,  which 
holds  1.8  litres. 

Retailing  at  £11.95  it  is 
aimed  at  younger  users 
and  is  available  in  a  choice 
of  four  colours. 

Also  new  is  the  fridge 
water  filter,  which  holds 
1.8  litres  of  water  (£13.95). 

Further  additions  are 
the  Travel  filter  and 
Aqua-Pure,  designed  for 
use  with  items  requiring 
demineralised  water,  such 


as  steam  irons.  Brita  Ltd. 
Tel:  0932  228348. 


Free  batteries 

Duracell  are  offering 
consumers  five  Duracell  AA 
batteries  at  the  usual  cost 
of  four  from  mid-March. 
Duracell  (UK)  Ltd.  Tel: 
0293  517527. 

Milupa  Junior 

Milupa's  new  Junior  Foods 
are  intended  for  babies 
from  seven  months  old,  not 
as  stated  in  last  week's 
issue  (p302). 


GTV  Grampian 
B  Border 

BSkyB  British  Sky 
Broadcasting 
C  Central 

CTV  Channel  Islands 
LWT  London  Weekend 


C4  Channel  4 
U  Ulster 
C  Granada 
AAnglia 
CAR  Carlton 
GMTV  Breakfast 
Television 


STV  Scotland  (central; 

Y  Yorkshire 

HTV  Wales  &  West 

M  Meridian 

TT  Tyne  Tees 

W  Westcountry 


Actifed: 

CAR 

Aquafresh  Flex: 

All  areas 

Aquafresh  toothpaste: 

Ail  areas 

Askit  powders  &  capsules: 

STV.G 

Benylin: 

Ail  areas  except  C4 

Colgate  toothpaste: 

All  areas 

Gillette  Series: 

All  areas  except  STV,  GMTV 

Jordan  Magic  toothbrush: 

GMTV 

Listerine: 

All  areas  except  LWT 

Neutrogena  handcream: 

All  areas 

Nicorette  Patch  and  Gum: 

All  areas 

Peaudouce: 

C4,  GMTV 

Plax: 

All  areas 

Rapeze: 

A,  LWT,  CAR 

Sanatogen  vitamins: 

STV,  B,  C,  C4.  BSkyB 

Sanatogen  cod  liver  oil: 

G,  Y,  C,  A,  HTV.  W,  LWT,  CAR 

Seven  Seas  cod  liver  oil: 

All  areas 

Slim  Fast: 

All  areas 

Wrigley's  Extra  &  Orbit: 

All  areas 

Colgate-Palmolive  have  produced  a  new  display  unit  for 
independent  pharmacies  to  hold  the  relaunched  range  of 
toothbrushes.  The  unit  will  hold  five  types  of  toothbrush 
and  is  designed  to  be  placed  on  the  counter.  The  range  is 
being  supported  by  television  advertising  beginning  in  April 
and  products  will  be  available  at  special  prices  throughout 
March.  Colgate-Palmolive.  Tel:  0483  302222 


^Herp-exy 

COLD  SORE  RELIEF  FOR  LIPS 


MO  N  E  Y     B  A  C  K    G  U  ARAN  T  E  E 


AGENTS  AND  DISTRIBUTOR 
ENQUIRES  INVITED 

Chemists  -  send  letter  heading  for  free  sample  to 
A.l.T.  Ltd  P.O.  Box  2485.  London  NW3  7SQ 
Tel:  071  431  8181    Fax:  071  435  9140 
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BRAND 

LEADER 

SPLASHES 


We're  spending  over  £1  million  on  advertising  in  magazines  and  newspapers 
to  help  even  more  sufferers  discover  the  painkilling  power  of  Ibuleve. 

Nagging  muscular  or  rheumatic  aches,  pains  and  strains  can  make  it  hard  for 
anyone  to  really  get  the  most  out  of  life,  but  you  can  help  your  customers  by 
recommending  brand-leading  Ibuleve.  _ _  _  _  _  _ 

[buleve  harnesses  the  powei  ol  ibuprofen  one  oi  toda)  s  |^£%||^fl 
lost  widel)  prescribed  anti  inflammatory  painkillers    in  a  J^|»LIEF 


clear,  non-greasy,  fragrance-free  gel.  The  unique  fdrmula 
specially  designed  to  be  rapidly  absorbed  at  the  point  of  pain, 
to  bring  effective  relief  directly  to  aching  or  strained  muscles. 


WITHOUT 

PILLS 


FOR  THE  RELIEF  OF  BACKACHE,  RHEUMATIC 
&  MUSCULAR  ACHES,  PAINS  AND  STRAINS 

DISTRIBUTED  BY:  DDD/DENDRON  LTD.,  94  RICKMANSWORTH  ROAD,  WATFORD,  HERTS  WD1  71]. 


EC  rationalises 
OTC  drug  use 
and  marketing 

Last  year  saw  the  adoption  of  the  four  Directives 

forming  the  so-called  "rational  use  of  drugs" 
package.  The  Council  of  Ministers  also  agreed  on 
proposals  for  a  marketing  authorisation  system 

for  medical  products  —  an  important  step 
towards  the  completion  of  the  single  market  for 
pharmaceuticals.  Leonor  Nieto,  legal  advisor  to 
the  European  Proprietary  Medicines  Association 
(AESGP)  in  Brussels,  documents  the  impact  of 
the  legislation  on  the  public  and  pharmacy 


Last  March,  the  EC  Council  of 
Ministers  adopted  the  four 
Directives  commonly  known  as 
"rational  use  of  drugs" 
directives.  They  are: 

•  Directive  92/25/EEC  on  the 
wholesale  distribution  of 
medicinal  products  for  human 
use 

•  Directive  92/26/EEC  on 
classification  of  the  supply  of 
medicinal  products  for  human 
use 

•  Directive  92/27/EEC  on  the 
labelling  of  medicinal  products 
for  human  use  and  on  package 
leaflets 

•  Directive  92/28/EEC  on  the 
advertising  of  medicinal 
products  for  human  use. 

The  directives,  which  are 
currently  being  implemented 
into  national  law  by  member 
states,  came  into  force  on 
January  1  and  will  introduce  a 
series  of  modifications. 

Classification 

The  conditions  for  the  supply  of 
medicinal  products  for  human 
use,  even  nowadays,  vary 
between  member  states. 
Certain  medicinal  products  sold 
without  prescription  in  some 
member  states  can  be  obtained 
only  on  medical  prescription  in 
others. 

The  Commission  therefore 
submitted  to  the  Council  a 
proposal  for  Community-wide 
classifications  for  supplying 
medicines  on  prescription. 
Products  not  meeting  the 
criteria  set  out  by  the  Directive 
should  automatically  fall  within 
the  category  of  non- 
prescription medicines. 

Under  the  provision  of  the 
Directive,  the  member  states 
are  requested  to  draw  up  a  list 
of  medicinal  products  available 
on  their  territory  that  are 
prescription  only.  These  must 
be  sent  to  the  Commission 
within  two  years  of  the 
adoption  of  the  Directive. 
Member  states  are  also 
required  to  submit  an  annual 
list  of  changes. 

Competent  authorities  must 
examine  and,  as  appropriate, 
amend  the  legal  status  of  a 
medicinal  product  when  its 
marketing  authorisation  is 
renewed  every  five  years,  or 
when  new  facts  are  brought  to 
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their  notice. 

It  is  within  this  context  that 
AESGP,  the  European  OTC 
Medicines  Association,  has 
started  preparing  a  "Guideline 
on  POM  to  P  switches"  to  give 
companies  additional  guidance 
on  applying  for  a  change  of 
legal  status  of  a  certain 
ingredient,  and  so  create  a 
more  favourable  framework  for 
switching  of  substances. 

Labels  and  leaflets 

Before  the  adoption  of  Council 
Directive  92/27/EEC  on  labelling, 
medicinal  products  for  human 
use  and  on  package  leaflets, 
the  law  on  labels  and  leaflets 
was  diverse.  The  Directive  not 
only  brings  together  the 
provisions  governing  the 
information  supplied  to  users,  it 
also  completes  and  harmonises 
them,  ensuring  a  high  degree 
of  consumer  protection. 
Leaflets:  Under  the  provisions 
of  the  Directive,  the  inclusion  in 
the  packaging  of  all  medicinal 
products  of  a  package  leaflet 
becomes  mandatory  unless  all 
the  information  required  is 
conveyed  on  the  outer 
packaging. 

Leaflets  should  have  a 
summary  of  the  product's 
characteristics  and  must 
include,  in  fixed  order,  a 
comprehensive  list  of 
particulars  established  by  the 
Directive  which  includes 
composition,  dosages, 
instructions  for  use, 
contra  indications,  special 
warnings  and  general 
precautions. 

Labels:  The  particulars  to  be 
mentioned  on  the  outer 
packaging  are  also  listed  in  the 
Directive. 

The  Directive  allows  the  use 
of  symbols  and  pictograms  on 
the  label  to  clarify  the 
information  on  the  leaflet. 
Labels  and  leaflets  may  also 
include  information  compatible 
with  the  summary  of  the 
product's  characteristics  likely 
to  contribute  to  public  health 
information,  to  the  exclusion  of 
any  element  of  promotion. 

The  Directive  also  requires 
that  labels  and  leaflets  to 
appear  in  the  official  language 
or  languages  of  the  member 
state  where  the  product  is  on 


the  market,  written  in  clear  and 
understandable  terms  and  be 
clearly  legible. 

Through  the  adoption  of 
Directive  92/27/EEC,  package 
information  on  medicinal 
products  has  reached  a  high 
level  of  standardisation  in  the 
Community. 

The  Directive  also  states  that 
the  Commission  will  publish 
guidelines  on  a  number  of 
items: 

•  formulation  of  warnings  on 
the  label  for  certain  categories 
of  medicinal  products 

•  particular  information  needs 
relating  to  self-medication 

•  the  list  of  excipients  which 
must  feature  on  the  labels  and 
legibility  of  particulars  on  the 
labelling  and  package  leaflets. 

At  the  request  of  the  EC 
Commission,  AESGP  submitted  a 
study  on  the  first  three  issues. 
The  Commission  is  expected  to 
present  its  first  draft  in  early 
March. 


Leonor  Nieto 

Advertising 
Directive 

Directive  92/28/EEC 
distinguishes  between 
advertising  which  is  directed  to 
the  general  public  and 
advertising  directed  at  the 
medical  profession. 

All  member  states  prohibit 
the  advertising  of  Prescription 
Only  Medicines  to  the  general 
public,  and  the  Directive  simply 
restates  this  principle,  already 
formulated  in  the  Directive 
"Television  without  Frontiers". 

Indeed,  for  non-prescription 
medicines,  advertising  will  be 
permitted  through  all  media. 
This  represents  a  significant 
liberalisation  of  the  current 
situation  in  some  member 
states,  where  advertising 
through  certain  media  is 
prohibited.  However,  such 
advertising  is  subject  to  certain 
conditions  and  will  not  be 
allowed  to  include  a  number  of 
expressly  prohibited  mentions. 

The  Directive  fixes  the 
minimum  information  to  be 
included  in  all  advertising  to 
the  general  public.  In  this 
respect,  AESGP  has  always  been 
of  the  opinion  that  the  name  of 
the  medicinal  product, 
indications,  together  with  an 
express  invitation  to  read  the 
label/leaflet,  is  the  best  way  of 
informing  consumers  through 
advertising. 

This  is  how  some  member 
states  intend  to  implement  this 
concrete  part  of  the  advertising 
Directive  into  national  law. 


Monitoring 

The  EC  Commission  did  not  see 
the  need  to  harmonise  the 
control  of  the  pharmaceutical 
advertising  at  European  level. 
Thus,  under  the  provisions  of 
the  Directive,  member  states 
will  be  allowed  to  maintain 
their  own  systems. 

The  Directive  recognises  the 
importance  of  voluntary  control 
of  advertising  of  medicinal 
products  by  self-regulatory 
bod  ies  as  an  effective  means  of 
enforcing  the  new  requirements. 

The  regulatory  authorities  of 
the  member  states  should, 
therfore,  intervene  only  in  cases  I 
where  this  self-regulation 
breaks  down. 

Wholesale 
distribution 

Traditionally,  the  wholesale 
distribution  of  medicinal 
products  has  been  organised  at  i 
national  level  in  each  of  the 
member  states,  and  according 
to  different  rules.  Apart  from 
parallel  imports,  transfrontier 
distribution  of  medicinal 
products  has  been  relatively 
rare.  In  view  of  the  completion 
of  the  single  market  for 
pharmaceuticals,  the 
Commission  saw  the  need  to 
establish  a  legal  framework  for 
the  wholesale  distribution  at 
European  level. 

The  Directive  forsees  that  all 
wholesalers  will  be  licensed  and 
will  have  to  comply  with  a 
range  of  criteria  in  order  to 
obtain  this  authorisation. 

The  Directive  does  regulate 
the  retail  distribution  system, 
the  Commission  being  of  the 
opinion  that  harmonisation  on 
this  point  was  not  needed. 
Member  states  will  be  able  to 
maintain  their  own  systems. 

Conclusions 

With  the  adoption  of  these  foui 
Directives,  an  important  step 
towards  the  completion  of  a 
single  market  for  medicinal 
products  has  been  achieved. 

The  importance  of 
self-medication  in  the  Europear 
countries  has  been  recognised 
and  a  favourable  framework 
which  offers  interesting 
perspectives  which  will  also 
benefit  pharmacists  and  other 
retailers,  has  been  laid  in  place. 
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The  case  for 
Typharm  Golden 
Eye  Ointment 

In  reply  to  Xrayser's  remarks 
(last  week  p299)  regarding  our 
new  product,  Golden  Eye 
Ointment,  which  has  been 
extremely  well  received  by  retail 
pharmacists  throughout  the 
country:  could  he  please  explain 
how  the  product  could  be 
potentially  dangerous  as  it  treats 
virtually  the  same  minor  eye 
infections  as  the  original? 

It  has  been  off  the  market  for 
the  required  number  of  years  as 
approved  by  the  Medicines 
Control  Agency,  the  National 
Pharmaceutical  Association  et 
al,  before  being  re-introduced 
with  its  new  formulation.  How 
many  other  products  have  been 
re-formulated  over  the  years? 

Doesn't  he  understand  the 
placebo  effect  associated  with  a 
good  traditional  pharmacy 
name?  I  suspect  if  he  had 
supplied  his  customer  with  what 
she  wanted,  he  might  have  had 
a  satisfied  one.  If  faith  can  move 
mountains,  surely  it  can  remove 
a  stye! 

I  could  understand  Xrayser's 
view  if  there  were  several 
similar  alternatives  on  the 
market  already,  but  that  is  not 
the  case. 

It  would  seem  sensible  to 
have  a  viable  alternative,  if  only 
to  cover  out  of  stock  positions 
and  give  patients  a  choice!  How 
is  that  bad  pharmacy? 

E.M.  Thornton 

Director,  Typharm 

Putting  our  foot  in 

it? 

I  was  disturbed  by  article 
healdlined  "Foot  Cures"  last 
week  (p320).  As  so  succinctly 
stated,  chiropody  is  not  a  closed 
profession  and  as  such  the 
public  do  not  enjoy  the 
protection  and  confidence 
closure  of  any  profession 
statutorily  provides. 
It  is,  therefore,  paramount 


that  the  respect  with  which 
pharmacy  is  treated  by  the 
patient  is  reflected  in  the  quality 
of  our  advice  and,  in  particular, 
when  asked  about  matters 
pertaining  to  other  disciplines. 

In  the  case  of  chiropody, 
without  commenting  on  the 
advice  offered  in  this  article,  I 
must  point  out  that  despite  the 
"open"  nature  of  chiropody,  the 
NI  IS  recognises  that  approved 
qualifications  are  necessary  to 
properly  protect  the  patient. 

To  this  end  no  chiropodist 
may  be  employed  within  the 
NHS  unless  they  are  state 
registered,  and  this  registration 
is  now  only  achieved  after  a  lull 
time  course  at  an  approved 
institution  leading  to  a  BSc 
degree,  and  entitlement  to  the 
use  of  the  designatory  letters 
SRCh.  It  is  in  the  use  of  those 
letters  that  lies  the  best 
safeguard  for  a  patient  seeking 
chiropodial  treatment. 

The  representative  body  for 
over  80  per  cent  of  state 
registered  chiropodists  is  the 
Society  of  Chiropodists.  Because 
of  this  it  is  here  that  our 
inquiries  should  be  addressed. 


David  Reid 

Southend-on-Sea 

No  competition  on 
discounts 

Mr  P.  Ralston  claims  that  small 
contractors  are  responsible  for 
him  losing  some  £50,000  over 
the  last  five  years  (C&D 
February  20).  If  he  bothered  to 
think  about  it,  he  would  find 
that  the  real  reason  he  is  not 
making  the  return  he  should  be 
is  that  he  is  inefficient  when 
compared  to  other  contractors 
in  his  own  group  —  namely 
multiple  pharmacies  who  can 
get  a  discount  of  over  20-30  per 
cent  on  their  proprietary 
ethicals. 

He  is  suffering  from  being 
grouped  in  with  these  big  boys. 
If  anything,  he  is  being  helped 
by  smaller  contractors  and  their 
more  realistic  discount  levels. 


They  are  helping  to  average 
down  his  discount  clawback. 

If  he  really  can't  run  his 
pharmacy  to  the  level  of 
profitability  of  a  comparable 
Boots  he  shouldn't  expect 
smaller  contractors  to  shed  any 
tears  for  him. 


A  Patel 

London  EC1 

Femidom  —  a  new 
choice  for  women? 

With  the  publication  of  the 
review  in  the  Drugs  and 
Therapeutics  Bulletin  and  your 
report  of  this  review  in  (C&D, 
February  15),  I  write  to  present  a 
fuller  picture  on  this  important 
new  contraceptive  choice. 

Femidom,  the  female  condom, 
has  undergone  five  years  of 
clinical  research.  This  has 
satisfied  the  majority  of  experts  in 
the  field  that  the  female  condom 
has  a  justifiable  role  within  the 
choice  of  contraception. 

Two  specific  contraceptive 
efficacy  trials  have  been  carried 
out.  The  results  of  the  UK  study 
-  (Margaret  Fyke  Centre:  106 
women)  are  supported  by  a  larger 
one  from  the  US  sponsored  by  the 
United  States  Agency  for  Inter- 
national Development  (USAID), 
and  implemented  by  Family 
Health  International  (PHI)  and 
the  Contraceptive  Research  and 
Development  Agency.  The  data 
for  this  study  is  still  the  property 
of  the  investigators  who  will  be 
submiting  it  for  publication. 

Both  studies  show  results  in 
line  with  other  barrier  methods. 
Data  from  the  US  population 
presented  to  leading  UK  experts 
at  the  Royal  Society  of  Medicine's 
Forum  on  Sexual  Health  and 
Family  Planning,  showed  a 
failure  rate  of  2.4  per  cent  when 
used  according  to  the  instructions 
and  12.2  per  cent  overall  failure 
rate  including  when  not  used 
properly  and  consistently. 

Laboratory  and  in-use  studies 
show  the  Femidom  is  very  strong 
with  a  low  risk  of  tears  and  bursts 
in  comparison  with  the  male 


condom  ("...an  order  of 
magnitude  better  than  the  1-12 
per  cent  breakage  rates  of 
standard  male  condoms..."). 

Perhaps  most  significantly, 
Femidom  has  now  satisfied  a 
panel  of  one  of  the  most  rigorous 
product  approval  authorities.  In 
December  1992,  the  Obstetrics 
and  Gynaecology  Devices 
Advisory  Panel  of  the  Food  and 
Drugs  Administration  (FDA) 
recommended  unanimously  that 
the  FDA  approve  Femidom  for 
sale  in  the  USA.  Final  approval  is 
expected  within  months. 

So  while  the  amount  of 
evidence  for  the  female  condom's 
efficacy  appears  to  be  in  question 
in  some  quarters,  the  existence  of 
evidence  is  not  in  question. 

We  believe  the  most  relevant 
consideration  when  debating 
female  condom  efficacy  is  that  all 
methods  have  a  range  of  failure 
rates  depending  on  whether  they 
are  used  correctly.  The  range  is 
likely  to  be  wider  for  methods 
whose  use  requires  a  high  degree 
of  user  participation.  The  user 
must  in  turn  be  informed  and 
motivated.  The  point  is  to  find  the 
method  that  you  find  suits  your 
situation  best,  and  that  is  why 
having  a  choice  is  so  important.  It 
is  also  the  reason  that  displaying 
educational  information  leaflets, 
provided  by  either  the 
manufacturer  or,  through  the 
Pharmacy  Healthcare  scheme 
(male  and  female  condoms), 
within  pharmacy  is  so  important 
to  your  readers'  customers. 

In  summary,  the  female 
condom  provides  a  new  choice, 
which  has  been  stringently 
tested,  demonstrating  safety  and 
effectiveness,  which  for  some 
women  (but  by  no  means  all)  will 
prove  a  welcome  alternative. 

On  a  lighter  note,  we've  heard 
all  the  jokes  about  the  female 
condom's  appearance  however  it 
is  certainly  no  stranger  to  look  at 
than  a  male  condom,  a 
contraceptive  method  widely 
used  although,  like  the  female 
condom,  not  universally  loved. 


Jon  Wareing 

Marketing  Director,  Chartex 
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ADVERTISEMENT  FEATURE 


Gillette  lead  male 
grooming  revolution 


The  Gillette  Series,  a 
line  of  12 
high-performance 
male  grooming 
products,  is  now 
available  to 
pharmacies. 
Incorporating  the 
most  technological 
advances  ever  offered 
in  a  single  collection 
of  male  toiletries,  the 
Gillette  Series, 
together  with  Gillette 
Sensor,  offers  British 
men  the  very  best  in 
male  grooming  —  as 
well  as  a  huge 
opportunity  to 
retailers.  Here  we  set 
out  the  rationale 
behind  Gillette's  male 
grooming  range. 

The  long-awaited  line 
comprises  shaving  preparations, 
deodorants  and 
anti-perspirants,  and  after 
shave  skin  conditioners.  The 
Gillette  Series  features 
innovative  products,  unique 
dispensing  methods,  new 
formulations  and  a  unifying 
fragrance,  Cool  Wave.  It  will  be 
supported  by  the  biggest  ever 
promotional  spend  in  the  male 
grooming  market  —  £15 
million.  That  market  is  worth 
£469m  and  has  shown  a  26  per 
cent  growth  over  the  last  five 
years.  The  growth  in  1992  alone 
was  7  per  cent  or  £32m  —  the 
size  of  the  entire  bodyspray 
market.  Gillette  are  expecting 
the  sector  to  double  in  value  by 
the  turn  of  the  century.  To  take 
full  advantage  of  the  market 
potential  and  ensure  that  their 
products  would  suit  the  needs 
of  today's  men,  Gillette 
invested  three  years  and  $75m 
in  the  development  of  the 
range  which  has  more  than  20 
patents  pending. 

Trial  success 

Consumer  response  to  the 
Gillette  Series  and  product 
testing  has  been  phenomenal. 
In  unbranded  usage  tests 
amongst  more  than  70,000 
consumers,  each  one  of  the 
Gillette  Series  products  was 
voted  a  winner  over  current 
market  leaders.  Furthermore, 
the  6,500  men  who  tested  the 


Cool  Wave  fragrance,  also 
voted  that  a  winner. 

The  Gillette  Series  launch  is 
the  third  phase  in  a  three  phase 
strategy  that  Gillette  embarked 
on  in  1986  with  the  objective  of 
adding  value  to  male 
grooming.  Phase  one  was  to 
revitalise  shaving  through  the 
start  of  the  systems  strategy 


and  the  introduction  of  the 
"Gillette.  The  Best  A  Man  Can 
Get"  campaign  in  1988.  The 
second  phase  was  to 
revolutionise  shaving,  with  the 
launch  of  Gillette  Sensor.  Both 
phases  have  clearly  been  a 
success.  Now  Gillette  intend  to 
add  further  value  to  the  male 
grooming  market  with  this 


range  of  premium, 
high-performance  male 
grooming  products,  with 
unprecedented  levels  of 
support.  In  launching  the 
Gillette  Series,  the  company  has 
also  redefined  male  grooming. 
Through  market  research 
conducted  in  connection  with 
the  launch  of  the  Gillette  Series, 


Gillette  found  that  consumers 
define  male  grooming  to 
encompass,  "personafcare 
products  used  primarily,  or 
exclusively,  by  men  in  their 
daily  grooming  routine". 

Male  appeal 

With  this  definition  in  mind, 
Gillette  believes  that  the 
market  includes  eight  sectors: 
blades  and  razors;  shaving 
preparations;  fragrances  and 
after  shaves;  anti-perspirants 
and  deodorants;  bodysprays; 
hairdressing  products;  talcum 
powders;  bath  and  shower 
products  and  shampoos. 
The  Gillette  Series  features: 

•  Four  shaving  preparation 
products,  including  foam  and 
gel  for  both  normal  and 
sensitive  skins 

•  Six  deodorants  and 
anti-perspirants  in  aerosol,  stick 
and  a  new  ClearGel  form 


•    Two  after  shave  skin 
conditioners  in  gel  and  balm 
formulations. 


campaigns  ever  seen  in  the  UK 
toiletries  market,  public 
relations,  brochures,  as  well  as 
on-  and  off-shelf  promotions 
and  displays.  It  will  link  the 
Gillette  Series  with  Gillette 
Sensor,  building  on  the  already 
strong  Gillette  brand  identity 
established  by  "The  Best  A  Man 
Can  Get"  campaign.  By  linking 
the  Gillette  Series  to  snaving, 
Gillette  can  appeal  to  men 
through  a  daily  routine  that  is 
uniquely  and  completely  male 
Gillette  believe  that  retailers 
can  also  build  on  that  link  to 
encourage  higher  value  sales 
and  cash  returns,  because  the 
Gillette  Series  promises  to 
repeat  the  success  of  Sensor,  in 
persuading  men  that 
performance  is  worth  a 
premium  price. 

Display  benefits 

The  Gillette  Series  will  benefit 
from  being  displayed  adjacent 
to  blades  and  razors,  which 
form  the  psychological  core  of 
nion's  daily  grooming  i  egime 
Equally,  it  should  be 
merchandised  as  a  range.  This 
will  maximise  the  volume 
potential  of  the  line,  as  the 
Gillette  "halo"  effect  on  all 
products,  including  blades  and 
razors,  encourages  add-on 
purchases  and  maximises 
everyday  usage  potential. 

Arousse  Bakker,  trade 
marketing  manager  for  the 
Gillette  Series,  says:  "The 
Gillette  name  is  known  by  93 
per  cent  of  men  in  the  UK  and 
more  than  half  recognise 
Gillette  as  a  company  that  truly 
understand  their  grooming 
needs.  Through  the  Gillette 
Sensor  launch  we  spectacularly 
changed  the  way  men  think 
about  shaving.  Now  with 
unprecedented  levels  of 
promotional  support,  we  aim  to 
repeat  our  success  with  the 
Gillette  Series  and  re-define  the 
way  men  think  about  male 
grooming." 

Sources  Datamonitor  1992.  Datamomtor  Male 
Toiletries  Report  1992.  NUS  Data  1991.  Nielsen, 
Gillette  research  "Changing  Faces",  "Looking 
Sharp",  "Looking  Good  Shaving  Report  No  2" 


Nothing  to  report... 


With  no  response  from 
the  Department  to  the 
bid  for  a  7  per  cent 
increase  in 
remuneration  for 
1993-94, 
Pharmaceutical 
Services  Negotiating 
Committee  chairman 
David  Sharpe  found 
himself  with  little  to 
tell  delegates  at 
Monday's  LPC 
Conference  in  London. 
He  did,  however,  unveil 
proposals  to  be  put  to 
the  DoH  to  turn  the 
tide  of  doctor 
dispensing 

LPC  members  were  in  a 
subdued  mood  on  Monday. 
Frustration  with  the  prospect  of 
yet  a  further  decline  in  NHS 
margins  and  PSNC's  inability  to 
negotiate  with  the  Department 
of  Health  was  tempered  by 
chairman  David  Sharpe's 
frequent  reminders  that 
contractors  had  to  be  realistic. 

The  Committee  was  doing  its 
best  in  difficult  circumstances, 
and  could  not  satisfy  the 
demands  of  all  contractors,  Mr 
Sharpe  told  an  audience  only 
half-convinced  on  more  than 
one  occasion. 

The  Department  of  Health 
appears  to  be  playing  a  tactical 
game.  PSNC  has  been  expecting 
a  response  to  its  claim  for 
nearly  a  fortnight.  It  still  has  to 
arrive,  but  the  DoH  has  asked 
for  a  full  negotiating  meeting 
on  March  18,  the  day  after  the 
next  meeting  of  PSNC,  which 
suggests  an  offer  is  imminent. 

While  Mr  Sharpe  said  it 
would  be  idle  to  forecast  what 
the  offer  will  be,  he  reported 
that  Health  Minister  Dr  Brian 
Mawhinney  told  him:  "You 
have  no  reason  to  be 
encouraged  that  you  will  get 
more  than  1.5  per  cent  which  is, 
of  course,  a  maximum." 

Mr  Sharpe  warned  contractors: 
"I  do  not  want  you  to  think 
that  the  PSNC  has  taken  this  as 
the  end  of  discussion,  but  false 
hope  is  something  you  should 
not  indulge  in." 

The  present  pay  structure  will 
continue  until  a  new  one  is 
finalised,  possibly  by  May.  The 
annual  settlement  will, 
however,  be  backdated  to  April 
1 .  in  accepting  a  move  to  zero 
on-cost,  PSNC  has  insisted  on 
safeguards  for  expensive  scripts. 
Discussions  are  underway,  and 
the  precise  definition  of  an 
"expensive  prescription"  is  yet 
to  be  determined. 

Mr  Sharpe  confirmed  that  the 
two  tier  fee  scale  will  remain 
for  1993-94,  with  the  move  to  a 
flat  fee  probable  the  following 
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DoH,  said  Mr  Sharpe.  These 
included: 

•  Savings  because  pharmacies 
dispense  for  less  cost  than  GPs 

•  Additional  discount  clawback 
(of  around  3  per  cent)  is 
suffered  by  pharmacists, 
meaning  further  "savings" 

•  Savings  in  administrative  and 
legal  costs  from  disputes  and 
appeals  between  pharmacists 
and  doctors 

•  Improved  distribution  of 
pharmacists  (espoused  in  the 
Nuffield  Report) 

•  Removal  of  incentive  for  GPs 
to  improve  their  remuneration 

•  Better  control  through  dealing 
with  one  body  rather  than  two. 

PSNC  was  taking  action  now 
because  the  problem  is 


PSNC's  David  Sharpe:  not  subdued  but  aware  he  brought  bad  news 


year.  "Before  that  happens 
there  will  have  to  be  'small 
pharmacy  safeguards'.  The  DoH 
is  aware  of  the  strong  feelings 
of  PSNC  and  contractors  on 
this,"  said  Mr  Sharpe. 

Turning  to  the  proposed 
professional  allowance,  the 
Department's  lawyers  are 
looking  at  a  specification  for 
pharmacy  practice  leaflets,  and 
PSNC  has  suggested  minimum 
information  for  inclusion. 
Requirements  for  the  display  of 
health  promotion  leaflets  are 
also  being  debated  with  the 
Department. 

PSNC  is  adamant  that  the 
threshold  for  contractors  to  be 
eligible  for  the  allowance 
should  not  rise  above  1,000 
scripts  a  month,  said  Mr  Sharpe. 
The  DoH,  he  added,  has  a  "clear 
desire"  not  to  pay  pharmacies 
dispensing  below  this  figure. 
Scottish  pharmacists  have 
accepted  a  threshold  of  1,300 
items  a  month. 

Doctor  dispensing 

PSNC,  concerned  over  the  ever 
larger  number  of  dispensing 
doctors,  is  to  propose  to  the 
DoH  that  pharmacists  should 
take  over  all  dispensing,  with 
estimated  savings  to  the  NHS 
annually  of  around  £17  million. 

The  number  of  dispensing 
doctors  has  risen  steadily:  in 
1986  there  were  3,364  (12.9  per 
cent  of  all  GPs)  but  by  1990  the 
number  had  risen  to  3,881  (14.2 
per  cent.  In  1987-88  they 
dispensed  23.7  million  items;  by 
1991-92  the  figure  had  risen  to 
28.7  million. 

A  British  Medical  Association 
working  party  is  looking  at  GP 
dispensing  —  including  in 
urban  areas,  said  Mr  Sharpe. 
The  BMA  has  recently  dropped 
its  ethical  objections  to  doctors 
owning  pharmacies,  and  there 
is  nothing  in  law  to  prevent  a 
GP  having  a  stake  in  a  pharmacy. 

There  is  evidence  of  pressure 


by  GPs  to  open  pharmacies  near 
or  within  health  centres.  This  is 
a  good  reason  to  press  for  the 
retention  of  control  of  entry 
regulations,  said  Mr  Sharpe,  so 
that  "GPs  cannot  open 
pharmacies  close  to  their 
practices.  It  would  not  be 
unethical  but  it  would  destroy 
pharmacy  as  we  know  it". 

There  are  750,000  patients  on 
dispensing  doctors'  lists.  The 
DoH  has  stated  it  will  not  alter 
the  regulations  unless  there  is 


Comparative  costs 
(England  only) 


Average  cost  per  item 


Dispensing 

Pharmacists 

doctors  {£) 

(£) 

1987-88 

5.30 

5.90 

1988-89 

5.79 

5.98 

1989-90 

6.10 

6.29 

1990-91 

6.54 

6.69 

1991-92 

6.99 

7.22 

Average  cost  per  person 

1987/88 

44.94 

44.30 

1988-89 

46.50 

43.89 

1989-90 

47.21 

45.73 

1990-91 

58.73 

53.25 

1991-92 

*62.91 

*57.76 

♦Estimated 

Ten  year  prescription  growth  (England  only) 


Dispensing  Pharmacists  &  appliance 

doctors  contractors 


1981-82 
1991-92 

Change 


No  of  Rx 
(millions) 

18.9 
28.7 

+52% 


Total  cost 
(£million) 

75.2 
227.6 

+303% 


No  of  Rx 
(millions) 

303.9 
382.9 

+26% 


Total  cost 
(Xmillion) 

1063.3 
2786.0 

+262% 


agreement  between  both 
parties,  something  Mr  Sharpe 
described  as  "unlikely",  hence 
the  need  to  look  at  taking  on 
all  scripts  currently  dispensed  by 
GPs.  To  do  so  PSNC  estimates 
there  needs  to  be  1 50-250  new 
pharmacies  in  rural  areas. 

Dr  Hopkin  Maddock 
(Cornwall)  is  conducting  a 
county  by  county  survey  of 
population  distribution,  GP 
surgeries  and  pharmacy 
locations,  which  Mr  Sharpe 
urged  LPCs  to  take  a  close 
interest  in. 

If  pharmacists  were  to  take 
over  all  dispensing  there 
needed  to  be  a  firm 
commitment  to  collection  and 
delivery  services,  said  Mr 
Sharpe.  It  must  be  emphasised 
locally  that  a  full  service  is  not 
just  dispensing.  "Pharmacists 
will  have  to  be  more  willing  to 
invest  in  premises  and 
businesses,"  he  said. 

There  were  benefits  to  the 


growing.  The  costs  will  be 
greater  the  longer  it  remains 
unresolved,  said  Mr  Sharpe,  and 
it  was  one  way  to  secure  a 
future  for  community  pharmacy. 

The  initiative  was  broadly 
welcomed  by  LPCs.  Clive  Murray 
(Sandwell)  described  it  as 
"brilliant  —  this  time  of 
financial  stringency  is  the  time  I 
to  strike  a  chord  with 
Government". 

Bob  Worby  (Barking  & 
Havering),  however,  said  that 
to  distract  the  Conference  with 
the  initiative  against  GP 
dispensing  while  PSNC  still  had 
no  formal  offer  and  contractors  | 
faced  a  further  cut  in 
remuneration,  was  not  a  good  ) 
idea. 

LPC  disquiet 

A  number  of  LPCs  were  clearly  j 
unhappy  about  the  settlement  « 
they  feel  is  likely  to  be  imposed  I 
on  them  this  year  or  next, 
assuming  a  professional 
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allowance  of  £3,000  and  a 
single  tier  fee  of,  say,  £1.15  per 
item. 

Adrian  Korsner  (Barnet) 
presented  estimated  figures 
from  the  Middlesex  Pharmacy 
Group,  a  body  representing  580 
pharmacies  in  five  London  LPCs 
where  the  average  number  of 
items  dispensed  per  month  is 
1,800. 

His  projection  suggested  that 
the  average  pharmacy  would 
see  fees  and  the  professional 
allowance  bringing  in  a  gross 
annual  income  of  £27,840, 
while  NHS  turnover  (assuming 
£7.50  per  item)  would  amount 
to  £162,000. 

After  taking  into  account 
interest  on  stockholding  and 
depreciation  the  maximum 
gross  profit  comes  out  at  12.5 
per  cent,  a  figure  Mr  Korsner 


Adrian  Korsner:  gross  profit  down 
to  12.5  percent 

described  as  "gross"  and  "not 
ven  a  living  wage". 

Mr  Korsner  later  accusec 
3SNC  of  reneging  on  the 
nandate  it  was  given  at  last 
/ear's  conference  to  protect  the 
tatus  and  viability  of  small 
oharmacies. 

The  accusation  brought  a 
wift  response  from  Mr  Sharpe, 
who  said  he  was  "unable  to  put 
lis  head  in  the  sand  — 
something  contractors  would 
ike  to  do". 

The  professional  allowance 
was  a  form  of  front  loading,  he 
;aid.  The  Government  has  also 
decreed  that  in  parts  of  the 
ountry  there  are  too  many 
oharmacies.  There  is  a  problem 
n  defining  a  small  pharmacy, 
iince  many  are  not  "small"  in 
terms  of  turnover. 

"PSNC  is  doing  everything  in 
ts  power  to  protect  smaller 
oharmacies,"  said  Mr  Sharpe. 
He  reminded  contractors  that 
they  had  voted  against  a 
oroposal  to  fund  a  compensation 
>cheme  from  the  global  sum  for 
:hose  forced  out  of  contract. 

"We  have  to  negotiate 
ealistically  for  the  profession  as 
a  whole.  We  cannot  focus 

ntirely  on  one  group,"  said  Mr 
>harpe. 

'I  am  aware  I  am  having  to  face 
/ou  with  bad  news.  This  is  the 
A/orst  year  we  have  suffered. 
A/e  are  doing  everything  we 
:an  to  protect  smaller 
Pharmacies,  but  it  would  be 
dishonest  of  me  to  pretend  that 
here  will  not  be  an  element  of 
attrition." 


Going  through  the 
motions 


Steve  Martin:  60  per  cent  of  Kent 
pharmacies  would  be  disadvantaged 

Kent  LPC  led  the  condemnation 
of  the  proposed  1993-94  pay 
package,  with  Steve  Martin 
describing  it  as  "downright 
suicidal". 

By  moving  to  a  professional 
allowance  and  a  flat  fee  per 
item,  contractors  dispensing  less 
than  3,500  items  a  month  will 
be  significantly  disadvantaged, 
he  claimed. 

While  reducing  the  number 
of  pharmacies,  especially  where 
they  are  close  together,  is 
"sound  policy",  the  proposed 
system  will  not  only  put  these 
in  jeopardy,  but  also  essential 
edge-of-town  and  rural  outlets. 

"£3,000  is  too  small  a  sum  to 
make  the  professional 
allowance  work.  All  it  will 
succeed  in  doing  is  to  take 
away  the  last  part  of  the 
operating  profit  from  many 
pharmacies.  Over  60  per  cent  of 
pharmacies  in  Kent  will  be 
disadvantaged,"  he  claimed. 

The  motion  that  "the 
Conference  does  not  accept 
that  a  standard  professional 
allowance  plus  a  flat  fee  per 
item  is  a  fair  way  to  remunerate 
all  contractors"  was  carried 
with  many  abstentions. 

PSNC  chairman  David  Sharpe 
commented  that  this 
highlighted  the  dilemma  facing 
contractors.  "There  will  be 
winners  and  losers  with  the 
averaging  system  we  use." 

Hertford  LPC  invited 
conference  to  "share  its 
concern  at  the  likely  outcome 
of  the  current  remuneration 
negotiations  for  1993-94  being 
disadvantageous  to  contractors 
in  England  and  Wales". 

Proposing  the  motion,  Brian 
Simpkins  said  the  conference 
had  become  "something  of  a 
charade".  There  has  been  an 
erosion  in  contractors'  margins 
and  both  large  and  small 
contractors  are  unhappy.  "We 
want  a  vigorous  PSNC  working 
for  the  benefit  of  contractors. 
We  know  the  Government  is 
getting  value  for  money.  Is 
PSNC  giving  the  same?"  he 
asked. 

Michael  Richard  (Herts) 
described  1992  as  an  annus 


terribilis  for  pharmacy,  and  said 
PSNC  "can  and  should  do 
better".  He  highlighted  the 
drop  in  profit  from  NHS 
dispensing  from  23  to  18  per 
cent  over  the  last  five  years,  the 
Glaxo  scheme,  the  sharp  cut  in 
Tariff  generic  prices,  and  the 
outcome  of  PSNC's  judicial 
review. 

Steve  Roden  (Isle  of  Man)  said 
the  motion  amounted  to  a  vote 
of  no  confidence  in  PSNC  as  a 
negotiating  body.  "Do 
pharmacists  inhabit  the  same 
world  as  everyone  else?"  he 
wondered.  "Economically  the 
country  is  flat  on  its  back.  Why 
should  pharmacists  be  exempt 
from  this  pressure?  All  we  can 
do  is  rely  on  our  negotiators  to 
do  the  best  they  can." 

The  motion  was  carried. 

Prompt  payment 

Calls  for  prompter  payment  for 
NHS  dispensing  attracted 
unanimous  support  from  the 
Conference.  Somerset  and 
Surrey  LPCs  proposed  that 
"under  the  current  financial 
stringencies  contractors  should 
demand  payment  in  full  in  30 
days". 

Mr  D.  Greenwood  (Somerset) 
said  this  was  merely  a  request 
for  prompt  payment  for  work 
already  done.  "It  is  a  case  of  a 
large  organisation  not  paying 
small  firms  on  time,"  he  said. 
"Contractors  are  continually 
commercially  disadvantaged 
through  a  system  which  pays 
two  months  in  arrears  and  then 
takes  back  a  'prompt 
settlement  discount'." 

Mr  P.  Donald  (Surrey)  said  an 
80  per  cent  advance  one  month 
later  means  pharmacists  are  100 
per  cent  funding  one  month's 
scripts  interest  free.  The  cost  of 
moving  from  80  to  95  per  cent 
payment  was  recently  stated  by 
Baroness  Cumberlege  in  the 
House  of  Lords  to  be  between 
£45m  and  £50m. 

Surrey  LPC  additionally 
wished  PSNC  to  "actively  pursue 
the  prompt  reimbursement 
from  Treasury  by  raising  the 
level  of  advance  payment  from 
80  to  95  per  cent  payable 
within  14  days  of  invoice". 
There  is  no  good  reason 
advance  payment  could  not  be 
effected  within  14  days  of 
invoice,  claimed  Alan  Rogers 
(Surrey). 

Revamp  Part  VIIIA 

David  Newton  (Humberside) 
provided  a  touch  of  light  relief 
when  "protesting  at  items 
being  put  into  group  A  of  Part 
VIII  of  the  Drug  Tariff  without 
consultation  with  PSNC. 

Part  VIIIA  is  supposed  to 
contain  195  commonly  used 
items.  A  survey  in  Humberside 
showed  half  the  items  were  not 
used  in  any  particular  pharmacy 
in  a  three  month  period  and  65 
lines  were  not  used  by  anyone 
at  all. 

"It  seems  to  us  that  the  list 
has  not  been  overhauled  in 
living  memory,"  said  Mr 
Newton.  The  motion  was 


carried. 

•  PSNC  is  to  pursue  the  legal 
position  over  unsupervised 
dispensing  in  dispensing  doctor 
practices  after  the  Conference 
supported  a  motion  from  Bucks 
LPC. 

•  A  proposal  from  Devon  that 
the  chairman  of  the  LPC 
conference  should  be  elected 
by  LPCs  and  not  be  a  member 
of  PSNC  was  lost.  Mike  Smith 
had  argued  that  it  was 
undesirable  for  the  leading 
contributor  to  the  conference 
to  also  be  its  chairman. 

•  A  motion  from  Barnet  calling 
for  the  setting  up  of  an 
independent  association  of  LPC 
secretaries  was  carried. 

•  A  call  by  Ray  Jephson  (Wilts) 
for  FHSAs  to  make  more  PACT 
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David  Newton:  Part  VIIIA  not 
overhauled  in  living  memory 

data  available  to  pharmacists 
via  the  FP34  invoice  was 
supported. 

•  Another  call  for  LPCs  to 
support  a  compensation  scheme 
to  allow  "locked  in"  contractors 
to  retire  with  dignity,  proposed 
by  Mrs  Garner-Patel  (Brent  & 
Harrow)  was  lost. 

•  Putting  a  motion  from 
Cheshire  "viewing  with  concern 
the  loss  of  on-cost",  Mr  A. 
Brown  held  out  the  spectre  of 
pharmacists  not  stocking  high 
cost  items.  "Seeing  no  tangible 
return  on  the  capital  invested 
may  have  a  detrimental  effect 
on  service  to  patients,"  he  said. 
The  motion  was  carried. 

£100,000  on  PR? 

The  Conference  supported  "in 
principle"  a  motion  from  the 
chair  that  PSNC  should  spend  a 
substantial  amount  of  money 
promoting  pharmacy  on  the 
behalf  of  contractors. 

Mr  Sharpe  indicated  he  had  a 
sum  of  around  £100,000  in 
mind  to  fund  a  public  relations 
campaign.  One  of  the 
afternoon  workshop  sessions 
supported  the  idea  but  felt 
£100,000  would  not  be  enough. 

Dr  Hopkin  Maddock  (Cornwall 
&  Isles  of  Scilly)  objected  to  the 
idea  being  pushed  through 
without  debate.  It  would  cost 
each  LPC  about  £1,000,  he  said. 
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Good  display  makes  sales  and  community  pharmacy  is  very  much  in  the  selling  business. 
With  this  in  mind,  marketing  consultant  John  Kerry  provides  guidelines  for  an  aspect  of 

marketing  which  is,  he  says,  virtually  ignored 

As  customers  move  around  a 
shop,  their  eyes  are  trying  to 
locate  the  products  on  their 
mental  or  actual  shopping  lists. 
Like  it  or  not,  everything  else  is 
just  wallpaper. 

Well-made  displays  become 
the  framed  paintings  on  the 
wall  —  and  who  can  resist  a 
few  moments  to  look  at  a  good 
picture?  And  from  the 
pharmacist's  point  of  view,  if 
you've  grabbed  their  attention, 
you're  halfway  there. 

But  even  today  the  overriding 
principal  in  most  shops  is  "fill 
every  available  space  with 
merchandise,"  because  space  is 
scarce.  It  means  that  customers 
are  faced  with  unattractive 
wall-to-wall  stock,  with  nothing 
to  break  the  monotony  or  catch 
the  eye. 

Displays  serve  two  main 
purposes.  They  punctuate  an 
otherwise  featureless 
landscape,  providing  focal 
points,  each  one  a  colourful 
"petunia  in  an  onion  patch". 
More  importantly,  they 
effectively  promote  a  product 
or  product  range. 

Display  points 

When  products  are  displayed 
they  are  taken  from  their 
normal  positions  on  shelves  and 
placed  in  the  spotlight: 
products  on  display  are 
elevated  and  made  special. 

Displays  don't  have  to  be 
huge  and  every  shop  should 
have  at  least  one  point  for 
display.  A  gondola  end  is  the 
most  obvious  location,  but  try 
to  keep  the  actual  display  off 
the  floor.  For  an  important 
display  it  can  be  worthwhile 
using  an  entire  gondola  side. 

In  other  circumstances  you 
may  want  to  allocate  one  or 
two  shelves,  but  remember  that 
you  should  build  only  a  small 
within-f itment  display  of,  say, 
hair  care  products  in  the  hair 
care  section. 

It  is  also  better  to  remove  a 
shelf  from  a  fitment  to  provide 
an  18  to  24in  high  space  for  a 
display,  ideally  between  4ft  and 
5ft  above  floor  level. 

Top  shelves  of  fitments  can 
be  used,  but  they're  not  as 
good  because  they  tend  to  be 
less  visible  and  therefore  have 
reduced  impact.  And  don't 
build  them  on  top  of  gondolas; 
it  rarely  works  because  views  of 
the  shop  are  restricted  and 
blind  spots  created. 

However,  small  displays  on 
counter  tops  or  at  point  of 
purchase  do  work  well,  though 
don't  overdo  it.  If  you're  really 
going  to  give  displays  a  chance 
and  you  have  the  space, 
allocate  one  or  two  entire 
fitments  for  the  purpose  or 
build  one  in  the  middle  of  the 
shop  floor. 
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There's  a  simf.  f ' 

answer  from     1  ){' 


•  Treat  in-shop  displays  like  mini-window  displays 

•  Light  them  well  —  they  must  be  in  the  brightest  parts  of  the 
shop.  Better  still,  provide  each  with  a  dedicated  spotlight  or  two 

•  Keep  them  simple  —  don't  crowd  limited  areas  with  products 
and  packs  —  three  or  four  pieces  or  merchandise  is  plenty  in  a 
small  space  such  as  a  shelf  or  counter 

•  Give  them  support.  As  with  window  displays,  raise  the  products 
on  plinths  or  tubes.  Make  them  colourful  and  attractive.  Instead 
of  the  unit  back,  use  brightly  coloured  cloths  or  decorative 
materials.  Add  carefully  placed  props  related  to  the  displayed 
products 

•  Communicate  well.  Manufacturers'  display  materials,  price 
cards,  descriptive  literature  and  so  on  are  all  there  to  be  used  — 
but  don't  overdo  it 


Getting  organised 

If  you  have  more  than  one 
display  point  in  the  shop,  you 
need  to  plan.  Get  organised  — 
use  one  of  those  free  wall 
planners  or  calendars  the  shop 
was  presented  with  at 
Christmas  as  an  in-shop  display 
planner  and  choose  a  theme  or 
themes  for  each  month. 

Product  introductions  and  TV 
advertised  lines  are  difficult  to 
plan  for  at  the  beginning  of  theh 
year  so  you  will  have  to  be 
flexible  in  your  schedule, 
particularly  if  you  have  a  good 
toiletry,  haircare  or  babycare 
business.  Products  in  these  and 
like  categories  are  those  most 
likely  to  have  "mega-buck"  TV 
advertising  spends. 

It's  worth  adding  here  that 
TV  advertising  depends  a  great 
deal  for  its  success  on  in-shop 
displays.  Apart  from  the 
obvious  products  such  as  P 
medicines,  which  have  to  be 
asked  for,  customers  shop  with  | 
their  eyes.  So  a  TV  advertised 
line  appearing  prominently  in 
your  shop  display  triggers  a 
response  —  normally  impulsive. 

Topics  and  themes  should  be 
the  first  consideration,  but  also 
list  on  your  schedule  materials 
for  use  in  the  display,  such  as 
base  and  back-cloths,  props, 
supports,  manufacturers' 
materials  and  notices.  When 
not  in  use,  it  is  a  good  idea  to 
gather  these  materials  togethe 
and  store  them  all  in  a  display 
box. 

Purchases  are  made  because 
your  shop  completes  the  circle. 
So  customers  will  take  product; 
from  the  display  to  the  till,  not 
because  they  necessarily  want 
or  need  them,  but  because  the 
think  they'd  like  to  try  them 
out. 
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Suggested  categories  for 
display  planning 


□  New  products  introduced  to 
the  shop 

□  Products  or  product  ranges 
exclusive  to  the  shop,  such  as 
cosmetic/skincare/perfume 
agency  ranges,  health  foods, 
baby  clothes,  hair  sundries 

□  Shop  specialities:  aids  for  the 
handicapped,  health  care 
books,  sports  medicines, 
diabetic,  slimming  aids,  health 


care  and  medicine,  infant 
feeding  and  infant  care 

□  Seasonal:  coughs  and  colds, 
hay  fever,  Summer  sun  skin 
care,  holidays,  aches  and  pains. 

□  Promotions  and  promoted 
products:  product  launches, 
special  price  promotions,  TV 
advertised  products  and 
clearance  lines. 


Summer  holiday  displays 


Start  with  a  shelf  18  to  24in 
above  floor  level  covered  with 
yellow  cloth  to  represent  sand, 
with  light  blue  satin  at  the  back 
to  represent  sky. 

Beneath  the  yellow  cloth 
provide  tubes,  blocks  and 
supports  of  various  heights.  At 
the  rear  use  enlarged  holiday 
photographs.  Put  sand  on  the 
cloth  and  colorful  beach  props 
such  as  a  bucket  and  spade,  a 
beach  ball  and  even  a  few  sea 
ishells  and  dried  seaweed,  if  you 
ican  get  hold  of  them. 

Perched  on  each  support  try 
Summer  holiday  products,  such 
as  sun  oil,  after  sun,  camera, 
film,  travel  sickness  pills,  insect 
repellant,  water  purification 
tablets,  first  aid  products, 
sunglasses  and  vacuum  flasks. 

Propped  up  against  a  support 
provide  a  full  list  of  holiday 
needs,  while  suspended  from 


the  ceiling  by  nylon  thread 
have  a  bright  design  saying 
"Happy  Holiday"  or  something 
similar. 


Gondola  end 
for  hair  care 

The  base  is  off  the  floor  and 
there  is  a  backcloth  and  floor 
covering  —  perhaps  a  deep 
brown,  black  or  auburn 
coloured  satin.  Space  for  display 
is  limited,  so  use  less  supports, 
product  and  props. 

In  this  instance  the  supports, 
preferably  cloth  covered  tubes 
and  blocks,  are  best  placed  on 
top  of  the  satin. 

For  props,  find  a  polystyrene 
head  and  wig,  brush,  comb  and 
mirror.  Use  the  manufacturers' 
display  materials  and  colour 
sample  swatches. 

The  display  lends  itself  to 
shampoo  and  conditioner, 
colourants,  perming  and  setting 
and  hair  sundries. 


This  is  a  good  opportunity  to  employ  a  small  space  to  good 
effect.  Use  a  shelf  no  more  than  9in  deep  and  make  sure  that  it 
isn't  overhung  by  one  that's  deeper.  It's  not  essential  to  have  a 
shelf  covering  and  backdrop,  but  the  latter  is  preferable  if  you 
can. 

For  props,  use  dried  grasses,  an  artificial  or  growing  pot  plant 
and  some  sprigs  of  blossom.  If  you  have  some  manufacturers' 
display  cards  showing  streaming  eyes  and  nose,  use  them  along 
with  a  box  of  tissues  —  with  some  removed  and  screwed  up. 

Use  supports  as  before  to  display  the  hay  fever  treatments,  not 
only  the  usual  anti-histamines,  but  perhaps  homoeopathic,  tissue 
salts  and  other  remedies. 

Because  the  packs  are  small  compared  with  the  props  and 
sometimes  sadly  colourless,  be  sure  to  present  them  prominently 
in  the  foreground. 


uninteresting 


To  demonstrate  the  principles 
of  a  simple  in-shop  display,  let's 
take  an  example  product  with 
little  or  nothing  going  for  it: 
perhaps  a  new  toothbrush 
you've  decided  to  stock. 

Sadly,  in  99  shops  out  of  100, 
the  merchandiser  —  they 
normally  come  in 
merchandisers,  don't  they?  — 
will  be  squeezed  in  alongside 
all  the  other  toothbrushes. 

Another  bland  design  is  the 
merchandising  wallpaper.  Even 
if  the  new  toothbrush  is  heavily 
advertised,  customers  will  have 
a  job  spotting  it  unless  they  are 
actually  seeking  the  brand. 

However,  a  double-height 
shelf  display  point  on  a  gondola 
or  wall  fitment  will  be  fine  for 
this  toothbrush.  In  the  centre, 
on  a  plinth,  place  the 
merchandiser,  full  of 
toothbrushes.  Take  one 
toothbrush  out  of  its  box  and 
put  it  in  front  of  the  pack. 

Behind,  perhaps  you  can  use 
a  white  cloth  with  props  on 
either  side  such  as  a  tooth  mug 
or  glass,  or  a  toothpaste  tube  in 
the  glass  with  another  brush. 
Hopefully  you'll  have  some 
manufacturer's  support 
material. 

The  whole  simple  set-up 
should  be  lit  by  a  single 
spotlight.  Almost,  but  not 
quite,  a  still  life  painting. 
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Spend  Springtime  in  Seville  -  hit  the  high  spots 

in  Hong  Kong  -  bask  in  the  beauty  of  Bali! 
Pharmacists  will  be  Going  Places  in  1993  with 
the  chance  to  travel  to  their  Wholesaler's 
annual  convention  courtesy  of  Crookes 
Healthcare! 
The  "Going  Places"  Promotion  is  launched  in 
March  and  based  on  Crookes  Healthcare's 
power  brands,  Nurofen,  Sweetex,  E45  and 
Complan.  Orders  for  specified  quantities  of 
these  named  brands  qualify  for  classic  quality 
gifts,  individually  picked  to  complement  each 
brand. 

Qualifying  pharmacists  will  be  invited  to  enter 
a  simple  competition  to  win  a  prize  trip  to  one 
of  the  three  major  conferences  of  1 993. 
Look  out  for  full  details  of  Going  Places  in 
March!  Further  details  about  the  three 
conventions  are  available  from  the  respective 
Wholesaler's  head  office. 
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POM  to  P: 

The  importance  of  focussed  branding 


Much  has  been  written  about 
the  problems  and  opportunities 
to  do  with  the  de-regulation  of 
medicines.  Seminars,  papers 
and  case  histories  are  appearing 
all  the  time. 

However,  the  fact  that  strikes 
me  as  the  most  exciting  is  a 
lesson  from  the  USA.  Since  1975 
"switch  brands"  have  performed 
significantly  and  consistently 
better  than  new  OTC  products. 
According  to  the  advertising 
agency  Sudler  &  Hennessey,  of 
the  top  ten  best  selling  OTCs 
launched  during  that  period 
and  which  are  still  being 
marketed,  nine  were  switch 
products. 

Great  news!  I  suppose,  to  be 
simplistic  about  it,  the  reason 
for  this  success  is  that 
consumers  sense  "the  whiff  of 
ether"  coming  from  the 
product's  ethical  heritage  — 
therefore  "this  product  must 
work". 

I  intend  to  briefly  summarise 
how  I  believe  companies  shoul 
capitalise  and  manage  the 
projection  of  a  potent  and  wel 
branded  message  before  and 
after  a  "POM  to  P"  move.  In 
other  words  how  they  can 
release  the  "whiff  of  ether" 
resulting  in  an  eventual  high 
level  of  consumer  interest. 

Image  factor 

It  has  often  been  said  that 
ethical,  as  opposed  to  OTC, 
marketeers  do  not  fully 
understand  or  believe  in 
brands;  that  their  products  are 
sold  on  the  basis  of  an 
ingredient-led  story  without 
the  usual  imagery  that  provides 
the  necessary  added  value  for 
an  OTC  offering. 

I  don  not  agree  with  this 
theory  for  products  which  will 
remain  permanently  on 
prescription  and  especially  not 
for  "POM  to  P"  products. 

I  firmly  believe  that,  as  soon 
as  you  get  the  slightest  hint  of 
de-regulation  or  even  feel  that 
it  could  happen  at  all  sometime 
in  the  distant  future,  start 
planning.  Start  researching  and 
creating  a  concept  and  a  brand 
property  that  is  capable  of 
communication  to  doctor, 
pharmacist  and  consumer  alike. 

Before  I  go  into  a  bit  more 
detail  I  think  it's  important  to 
state  an  extremely  obvious  but 
often  ignored  point.  The 
doctor,  the  pharmacist  and  the 
consumer  have  one  thing  in 
common;  they  are  all  human 
beings.  So  often  one  sees 
advertisements  in  publications 
which  treat  doctors  as  if  they 
live  on  another,  rather  dull, 
planet. 

For  successful  launches  it  is 
vital  to  create  one  focussed, 
branded  image  which  should 
feature  on  all  forms  of 
communication  directed  at  all 
three  primary  target  groups. 
This  image  should  be  one  that 
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As  soon  as  there  is  the  slightest  whiff  of  a  "POM 
to  P"  switch,  start  planning,  advises  Jonathan 
Yardley,  marketing  director  at  Zyma  Healthcare. 
Don't  try  to  be  too  clever  and  stick  to  one 
focussed  branded  image 


appeals  to  their  human  instincts 
and  tells  a  relevant  and 
distinctive  story  which  is  unique 
to  your  offering. 

So  let's  assume  we  have 
researched  and  found  a  potent 
concept  which  provides  a  clear 
and  relevant  image.  And  a  key 
part  of  this  concept  is  the 
naming.  If  you  have  got  an 
even  half  good  ethical  name 
which  is  fairly  easy  to 
pronounce,  keep  it  for  the  OTC 
launch!  Why  spend  money 
creating  a  new  name? 

So  how  should  we  execute 
stage  one  —  as  a  POM  product 
waiting  on  the  sidelines  for 
de-regulation? 

First  ensure  that  all  material 


The  packaging  provides  a 
most  important  brand  building 
opportunity  at  an  early  stage 
for  pharmacist  and  patient 
(consumer).  My  belief  is  that 
the  so-called  ethical  pack 
should  form  the  fundamental 
basis  for  future  OTC  packaging. 

The  logo,  colour,  product  and 
description  should  remain 
constants  as  the  packaging 
evolves.  The  pack  design  should 
have  been  settled  at  an  early 
stage.  It  should  always  be 
researched  among  consumer 
and  trade  alike. 

With  strong  packaging  in  the 
dispensary,  which  tells  more 
than  an  ingredient  story,  the 
pharamcist  and  dispensers  will 


directed  at  the  doctor  is  well 
branded  (strong,  simple 
mnemonics  help).  This  should 
include  trade  advertising, 
mailings,  detail  aids  and 
anything  left  behind  as  a 
memory  jogger. 

The  rules  and  regulations 
don't  permit  us  to  advertise 
brand  names  on  packs  in  GPs' 
waiting  rooms.  Many  companies 
get  around  this  by  providing 
posters  and  leaflets  which  give 
advice  on  specific  health 
problems  but  which  clearly 
have  a  look  which  reflects  the 
imagery  of  the  brand. 

This  achieves  two  objectives. 
It  helps  to  remind  the  doctor  of 
your  brand  and  it  starts  to  build 
a  picture  in  the  mind  of  the 
patient  who,  at  a  later  stage, 
will  become  the  consumer  of 
that  brand. 


obviously  have  a  greater 
awareness  of  the  product  for 
future  recommendation  direct 
to  the  consumer. 

Trade  advertising  and  PR 
activity  should  obviously 
complement  all  other  aspects  of 
communication.  They  should 
help  to  establish  an  image  and 
focussed  priority  for  the  brand. 
But  it  is  important  that  they 
should  keep  the  trade  informed 
about  progress, 

De-regulation  is  always  news 
—  but  it  is  important  that  the 
brand  owners  keep  the  trade 
informed  of  their  intentions 
and  what  they  will  be  doing  to 
promote  to  the  consumer.  The 
sales  force  will  also  obviously 
take  a  leading  role  in  this 
communication  exercise. 

Once  the  licence  is  through,  it 
is  vital  that  a  "push  and  pull" 


Jonathan  Yardlev  —  look  to  the  US 


strategy  is  maintained  for 
success.  Push  means  maintaining 
the  support  and  recommend- 
ation of  pharmacists  and  their 
assistants.  This  can  be  done  via 
educational  material. 

Companies  should  try  to  come 
up  with  useful  branded 
materials  which  will  help  both 
pharmacist  and  assistant  make  a 
confident  recommendation  to 
the  consumer.  This  could  also 
include  some  good  patient 
information  leaflets.  This  is 
particularly  important  in  new 
Pharmacy  categories  (for 
example,  the  anti  fungals)  and 
demonstrates  concern  for  the 
pharmacist.  Pull  is  all  about 
having  a  pack  which  has  impact 
and  clearly  shows  consumers 
what  it  is  for  and  what  it  does. 

Immediate  impact 

The  pack  must  be  seen  and 
have  highly  legible  graphics 
because,  as  a  P  product,  it  will 
often  be  displayed  behind  the 
assistant  and,  if  it  is  to  be  asked 
for,  it  needs  to  act  like  a  mini- 
advertisement. 

Pull  is  also  about  consumer 
advertising  creating  demand 
for  the  product.  A  great  many 
ethical  marketeers  would  be 
shocked  at  the  level  of 
expenditure  required  to  get 
anywhere  in  the  highly 
competitive  OTC  market. 
However,  it  is  essential  in  the 
early  stages  of  planning  that 
this  cost  is  recognised. 

This,  of  course,  is  an  idealised 
approach  but  I  believe  it  should 
be  adhered  to  as  closely  as 
possible. 

So,  in  summary,  the  key 
principles  for  successful 
communication  during  a  "POM 
to  P"  exercise  are  —  find  a 
central  core  brand  message  and 
ad  image  just  as  soon  as 
possible,  stay  with  it 
throughout  if  you  can,  and 
make  sure  that  all  material 
reflects  and  complements  it. 

But  to  ensure  success  and  a 
smooth  transfer  from  POM  to  P  i 
you  have  got  to  get  it  right  first 
time.  That  means  developing 
careful,  well  remembered 
materials,  along  with  clearly 
focussed  forward  planning.  Anc 
remember,  never  lose  the  whiff 


of  ether! 
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1.  How  many  stockings  should  be 
dispensed? 

2.  How  many  charges  should  be 
collected  from  the  patient? 

3.  What  fees  will  be  paid  to  the 
pharmacist? 


1.  Four  stockings  should  be 
dispensed.  An  original  pack  is  a 
pair. 

\2.  Four  charges  should  be 
collected  from  the  patient  (Drug 
Tariff  Part  XVIA). 
a.  One  graduated  professional  fee 
plus  an  additional  fee  of  120p  will 
be  paid  to  the  pharmacist  as  the 
prescription  is  endorsed 
measured  and  fitted".  Without 
the  endorsement  of  "measured 
and  fitted"  only  one  special  fee  of 
30p  would  have  been  paid.  (Drug 
Iariff  Parts  IIIA,  1  and  2B(a)(i) 
and  3). 


Fitting  surgical  hosiery  correctly  is  an  art  in  itself,  but 
endorsing  the  prescription  correctly  takes  a  different 
kind  of  expertise,  as  the  Pharmaceutical  Services 
Negotiating  Committee  explains... 


Pharmacy  Stamp 


Pharmacist  s 
pack  and 
Quantity 

endorsement 


Hi* 


Siqnatu'PotOocIoi 


^^2^r    "Weleda's  homoeopathic 
J^r   medicines  -  they  definitely 
bring  people  into  the  shop." 


Chris  Gifkins  M.R.  Pharm.  S. 


Weleda  offer: 

■  The  widest  range  of  OTC 
homoeopathies  in  the  UK 

■  Comprehensive  range  of  26 
indicated  natural  medicines. 

■  Full  range  of  Pharmacy 
Only  products  and 
pharmaceutical  specialities. 

■  Full  range  of  Weleda 
toiletries. 

■  Regular  training  for 
pharmacists  and  pharmacy 
assistants. 

Generous  POR  on 
all  products. 

For  full  details,  please  call: 
0602  309319  and  ask 
for  Tele-sales. 
Or  fax  your  order: 
0602  440349. 


\  A  \[~\  f  'T^f\  Harnessing  the  Power 
\l  Ufc  Lfc  Ur\  of  Nature  for  Health 

Weleda  (UK)  Limited, Heanor  Road,  Ilkeston,  Derbyshire  DE7  8DR 


Three  new  profit  opportunities 
from  your  wholesaler 


remence 


One  -a-day  \/la»iin  Cjr  Mineral 
Capsules  for  Menstruating  Women 


® 


enopace 

One-a-day  Vitamin  &f  Mineral  Capsules- 
for  during  and  afte)  the  Menopause 

Osttocare 

Synergistic  Triple  Calcium  Tablets  with 
Magnesium,  zinc  and  vitaminD 


Now  available  through  all  major 

pharmaceutical  wholesalers, 

including 

AAH#  NUMARK  and  UNICHEIV 
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At  Hart  a  retailer 

Golfer,  lecturer,  convention  organiser,  family  man  and  marketing  director,  Unichem's  Bill  Hart  can't 
think  of  many  people  who  have  been  in  the  wholesale  business  longer  than  him 


Bill  Hart  claims  he  is  still  a 
retailer  at  heart,  and  if  he 
hadn't  gone  to  school  with  his 
erstwhile  boss  Peter  Dodd,  he 
might  even  now  be  running  his 
own  pharmacy  business. 

Born  in  Lambeth  and  a 
Londonder  through  and 
through,  he  was  brought  up  in 
Clapham  Junction  where  his 
father  was  a  house  painter, 
"and  you  can't  get  much 
tougher  than  that,"  he  claims. 

He  went  to  Chelsea  in  1953 
and  qualified  in  1956  after  an 
apprenticeship  with  Boots.  "I'm 
only  57  —  even  if  I  do  look 
106".  Forty  years  on  he  is  toying 
with  the  idea  of  organising  a 
reunion  of  his  student 
colleagues.  "Over  the  years 
travelling  around  I  have  met  so 
many  of  them.  I  am  probably 
ideally  placed  to  do  it  and  I 
might...  So  if  anyone  wants  to 
contact  me  it  may  just  push  me 
into  it,"  he  says. 

More  money 

A  two  year  stint  as  a  national 
serviceman  was  followed  in 
1958  by  a  brief  spell  with  BDH. 
Then  he  switched  to  retail, 
"basically  because  it  paid  more 
money".  He  worked  in  the  West 
End  and  in  the  City  because,  as 
a  fanatical  soccer  and  cricket 
player,  it  was  the  only  way  to 
get  Saturday  afternoons  off. 

With  an  ambition  to  buy  his 
own  business,  Bill  Hart 
felt  it  would  be  futile  to  look 
for  a  suburban  pharmacy 
without  any  experience  of  one, 
so  he  went  to  a  Mitcham  shop. 
It  was  a  Unichem  customer. 

"When  I  was  ready  to  buy  my 
own  pharmacy  I  contacted 
Peter  Dodd,  who  had  relatively 
recently  been  installed  as 
managing  director,  and  who  I 
knew  vaguely  from  school  — 
Battersea  Grammar.  He  was 
junior  to  me.  It  seemed  to  me 
we  had  a  mutual  interest,"  he 
recalls. 

Coincidentally  Peter  Dodd 
was  looking  for  someone  to  go 
out  on  the  road.  "He  felt  a 
pharmacist  would  have  a  better 
entre  to  pharmacies.  It  seemed 
a  perfect  opportunity  to  rove 
around  and  find  a  business.  I 
signed  a  six  month  contract  as  a 
rep,  selling  the  concept  of 
Unichem.  I  had  the  whole  of 
the  UK  as  my  territory." 

Bill  Hart  found  the  pharmacy 
he  wanted  on  the  London- 
Surrey  border.  Negotiations 
were  well  underway  when 
Unichem's  purchasing  manager 
suddenly  left  and  he  was  asked 
to  stand  in  on  a  temporary 
basis.  It  was  to  prove  a  turning 
I         "I  became  very  involved 
and  after  long  discussions  with 
the  wife  —  because  it  was  a  big 
decision  to  take  —  decided  to 
change  tack." 

That  was  in  late  1972. 
Unichem  then  had  a  turnover 
of  £700  million  from  600 
members,  but  the  difficult 
period  was  over.  "Those 


working  within  the  company 
could  see  the  future  was  bright. 
It's  difficult  to  get  across  now 
but  at  that  time  the  senior 
management  saw  the  company 
as  a  crusade  to  help  the 
independent.  It  all  seems  a  bit 
trite  now,"  he  shrugs. 

With  no  corporate  experience 
of  any  kind  the  new  job  was 
quite  an  eye  opener.  "I  thought 
we  just  called  in  manufacturers 
and  told  them  we  would  be 
promoting  such  and  such  a  line 
and  these  were  the  sort  of 
terms  we  wanted." 

Such  illusions  did  not  last 
long  and  he  soon  found  the 
boot  was  on  the  other  foot.  "I 
found  we  had  to  fit  into  their 
programme  because  by  their 
terms  we  were  not  particularly 
big.  It  was  a  salutary  experience 
for  me  to  call  in  people  like 
Elida  Gibbs  and  to  be  told  I 
could  not  have  what  I  wanted.  I 
remember  Elida  particularly 
because  then,  and  still  today, 
they  were  extraordinarily  blunt, 
but  very  straightforward." 

For  a  number  of  years  Bill 
Hart  ran  Unichem's  promotional 
programme,  something  he  was 
not  altogether  comfortable 
with.  "I  found  it  difficult  to 
appreciate  that  pharmacists 
were  perhaps  not  as 
entrepreneurial  as  I  expected." 
A  scheme  he  hatched  to  widen 
pharmacists'  product  range 
with  gardening  accessories 
makes  the  point. 

"I  had  done  my  apprentice- 
ship in  Boots  and  they  had  sold 


a  range  of  garden  products 
successfully.  We  spoke  to  Ciba- 
Geigy  and  persuaded  them  to 
allow  us  to  offer  a  range  of 
lawn  fertilisers  and  weedkillers. 
We  put  together  a  programme 
and  sold  about  three  bags.  The 
office  was  full  of  the  stuff  for 
weeks  afterwards.  It  taught  me 
that  our  customers  would  not 
always  see  experimental  lines  in 
the  way  we  would  and  that  we 
had  to  be  more  cautious." 

Unichem  Conventions  were 
up  and  running  before  Bill  Hart 
ever  got  involved.  His  first  taste 
was  in  1987  and  the  first  one  he 
actually  ran  was  the  company's 
50th  anniversary  event  in 
Bangkok.  Of  the  four  he  ended 
up  organising,  he  confesses 
the  first  was  difficult  to  beat. 

Raining  elephants 

Problems  were  mercifully  few, 
he  claims.  "We  never  had  a 
serious  problem  and  that  is  a 
fact.  The  worst  thing  was  when 
it  rained  in  Bangkok  when  they 
said  it  wouldn't  and  we  had  to 
have  the  elephants  indoors  and 
they..."  The  hotel  staff  coped 
very  well. 

When  the  marketing  director 
went,  Bill  Hart  stepped  into  his 
shoes.  "Sales  are  more  my  thing 
than  purchasing.  It  has  been  an 
asset  that  I  have  remained  at 
heart  a  retailer,  and  my 
instinctive  reaction  to  a 
proposal  is  the  same  as  a  typical 
retailer.  I  have  never  attempted 
to  stifle  that." 

He  believes  one  of  Unichem's 


strengths  is  that  they  know 
their  customers  well.  "I  was  a 
great  enthusiast  for  regional 
committees.  They  have  a  lot  to 
offer  —  I  nearly  said  answer  for 
—  and  if  their  views  are  taken 
and  then  moulded  with  a  touch 
of  company  interest  you  get  a 
very  good  picture  of  what  the 
customers'  reaction  will  be. 

"That  is  another  thing, 
looking  back,  that  I  think  I  have 
achieved:  making  Unichem  very 
susceptible  to  what  their 
customers  think.  It  was  very 
useful  during  the  Macarthy 
battle.  I  never  for  one  second 
thought  that  our  members 
would  take  up  the  offer." 

Double  act 

Bill  Hart  forms  a  good  double 
act  with  his  current  chief 
executive  Jeff  Harris.  "He  is  a 
financial  star  and  I  know  the 
industry  well.  I  am  reasonably 
good  at  getting  on  with 
people,  although  I  am  known 
for  having  a  short  fuse,  but  I 
don't  bear  grudges." 

He  doesn't  feel  his  reputation 
for  being  irascible  has  proved  a 
handicap,  but  "there  have  been 
times  when  I  have  over-reacted 
and  wished  I  hadn't  afterwards". 

Like  a  number  of  senior 
figures  in  wholesaling  he  has 
lectured  to  pharmacy  students. 
Dr  Norman  Harris  initially 
invited  him  back  to  his  alma 
mater  to  address  the 
postgraduate  course. 

"The  first  time  I  did  it  he  had 
me  on  the  rostrum  —  in  a 
lecture  theatre  I  had  sat  in  as  a 
student,  with  the  same  sample 
bottles  and  exhibits  around  the 
walls.  This  was  very  eerie 
anyway  and  then  the  audience 
was  laughing.  I  found  out 
afterwards  he  was  passing 
round  my  photograph  from 
when  I  was  at  college.  The 
students  were  looking  at  this 
picture  of  an  18  year  old 
schoolboy  and  then  at  me,  past 
50  and  the  worse  for  wear..." 

Golf  is  Bill  Hart's  other  main 
passion.  He  has  a  12  handicap 
and  is  about  to  become 
chairman  of  West  Surrey  Golf 
Club.  He  has  managed  to  bring 
golf  into  his  working  life,  and 
has  organised  a  tremendous 
amount  of  pharmaceutical  golf 
in  the  last  ten  years. 

Through  Unichem  he  has 
been  running  what  he  claims  is 
the  pharmacist's  championship 
since  1977.  "It  is  the  only  sport 
that  is  widely  played  in 
pharmacy.  I  have  nearly  700 
pharmacists  on  my  mailing  list 
and  the  championship  is  in  no 
way  restricted  to  Unichem,  it  is 
open  to  all  members  of  the 
profession.  I  might  even 
continue  the  organisation  after 
I  retire  if  I  am  asked." 

Retirement,  though,  was  not 
a  word  that  cropped  up  during 
conversation,  so  both  customer 
and  suppliers  can  expect  a  few 
more  bon  mots  before  Bill  Hart 
bows  out. 
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Busincssnews 


SB  plan  OTC  Tagamet  for  1994 


S  m  i  t  h  k  I  i  n  e  B  e  e  c  h  a  m  are 
planning  to  launch  an  over  the 
counter  form  of  Tagamet  in  the 
UK,  US  and  Japan  in  Spring  next 
year.  "We  are  hopeful  we  will 
receive  regulatory  authority 
approval  before  Tagamet  runs  off 
patent  in  the  USA  in  May  next 
year,"  said  chairman  of  SB 
Pharmaceuticals  Jan  Leschley. 

Mr  Leschley  described  the 
Tagamet  move  as  "a  major 
investment  for  SB."  Tagamet 
represents  £604m  of  SB's  sales 
worldwide,  with  just  over  50  pet- 
cent  of  this  coming  from  the  USA 
where  the  drug  has  a  20  per  cent 
market  share. 

Sales  up  llpc  to  £5.2b 
Pre-tax  profit  up  llpc  £1.1  b 
EPS  up  14pc  to  27.3p 
Q4  dividend  2.375p  

Mr  Leschley  accepts  that  the 
[US  expiry  of  the  Tagamet  patent 
:is  not  good  news  for  SB:  "When 
'the  patent  goes  off  in  May  we  will 
have  an  exposure,  but  in  other 
countries  we  have  had  generic 
competition  for  Tagamet  for  a 
!long  time. 

"We  want  to  make  sure  we  get 
a  share  of  the  reorganised 
healthcare  in  the  US,  which 
would  mean  selling  Tagamet 
cheaper  than  Zantac.  We  are 
jgoing  to  lose  Tagamet  sales  and 
profitability  in  the  US,  but  not 
everything." 

The  announcement  came  as 
SB  announced  preliminary 
results  showing  an  11  per  cent 
increase  in  sales  and  an  11  per 
cent  rise  in  pre-tax  profits  for 
1992. 

In  the  pharmaceuticals  sector 
the  company's  sales  reached 
£2,889m  compared  to£2,470m  in 
1991.  However  Tagamet  sales  fell 
back  from  £620m  in  1992  to 
;£614m  last  year,  a  1  per  cent  fall. 

Augmentin  put  on  some  14  per 
cent  in  sales,  rising  from  £504m 
in  1991  to  £589m  in  1992.  And 
Engerix-B  performed  more  than 
creditably,  increasing  its  sales 
from  £103m  to  £267m,  up  154 
per  cent. 

On  the  new  product  front  the 
company  has  had  success  with 
Seroxat/Paxil,  which  has  put  on 
535  per  cent  in  sales  to  £26m 
since  it  was  launched  in  25  key 
markets  last  year.  The  drug  now 
has  a  22  per  cent  cash  market 
share  in  the  UK,  challenging  the 
market  leader,  Prozac,  which  has 
26  to  27  per  cent  of  the  market, 
according  to  SB's  estimate. 


wr 

Chief  executive  Bob  Bauman 

SB  launched  Kytril  into  12 
markets  last  year  and  so  far  the 
drug  has  won  £31m  in  sales.  An 
oral  form  was  filed  with  the  FDA 
and  the  European  regulatory 
authorities  last  December. 

The  Pharmaceuticals  division 
is  also  having  success  with  the 


arthritis  drug  Relafen,  which  is 
now  "the  second  biggest 
non-steroidal  anti-inflation  agent 
in  the  US  market,"  say  SB.  Sales 
of  the  drug  have  jumped  by  525 
per  cent  to  £118m  worldwide. 

However,  consumer  brands 
have  been  less  of  a  success  story 
for  the  company.  Sales  increased 
just  2  per  cent  in  1992,  though 
the  trading  profit  looks  slightly 
better,  showing  a  5  per  cent 
increase  to  £244m.  I  lealthcare 
sales  were  up  5  per  cent  to  £75 1  m 
and  drinks  put  on  4  per  cent  to 
£322m  thanks  largely  to  a  10  per 
cent  increase  in  sales  of  Ribena. 
Personal  care  products  won  the 
wooden  spoon  in  this  trading 
division,  with  a  fall  in  sales  of  9 
per  cent  to  £290m. 

On  the  whole,  too,  the  UK 
market  has  not  been  a  good  one 
for  SB  consumer  brands,  and 
sales  here  fell  by  1  per  cent. 

A  genuine  success  for  the 
company  has  been  the  reduction 


in  its  borrowings,  and  gearing  is 
now  down  from  over  80  per  cent 
two  years  ago  to  just  24  per  cent 
today.  SB  have  achieved  this  by 
generating  cash,  says  chief 
executive  Bob  Bauman. 

The  animal  health  sector  has 
been  sluggish  worldwide,  say  SB, 
and  an  increase  in  sales  of  6  per 
cent  has  lead  to  a  fall  in  trading 
profit  of  2  per  cent,  though  this 
improves  to  an  increase  of  2  per 
cent  when  adjustment  is  made  for 
exchange  rates.  The  company's 
strength  in  animal  vaccines  was 
bolstered  by  the  introduction  of 
One  Shot,  a  vaccine  against 
bovine  shipping  fever  and 
Defensor,  a  rabies  vaccine  for  cats 
and  dogs. 

Despite  SB's  relatively  solid 
performance  world  wide,  the 
figures  show  an  increase  in  sales 
of  just  1  per  cent  to£508m  in  the 
UK  for  the  company  as  a  whole. 

A  fourth  quarter  dividend  of 
2.375p  has  been  announced. 


John  Richardson  wins 
qualified  copyright  verdict 


The  High  Court  has  given  a 
qualified  judgement  in  favour  of 
John  Richardson  in  his  copyright 
battle  with  Timothy  Flanders  of 
Chemtec.  The  two  men  have  been 
at  legal  loggerheads  over  the 
copyright  of  their  respective 
computer  labelling  systems 
(C&D  November  7  &  14).' 

Timothy  Flanders  has  been 
ruled  in  "limited"  breach  ot 
copyright,  but  Mr  Justice  Ferris 
remarked  that  although  some 
copyright  infringement  had  been 
proved  it  did  not  go  "anything 
like  as  far"  as  Mr  Richardson 
claimed. 

The  judge  said  their  were 
"similarities"  between  the  rival 
systems,  hut  accepted  Mr 
Flanders'  evidence  that  he  had  no 
"deliberate  intention"  to  copy  Mr 
Richardson's  program  design. 


The  judge  said  Mr  Flanders  had 
"set  out  to  write  a  new  program 
from  scratch",  and  was  not  guilty 
of  any  deliberate  copyright 
breach. 

However,  the  judge  said  that 
due  to  his  memory  of  the 
Richardson  system  and  its 
workings,  Mr  Flanders  may  have 
committed  an  "unconscious  or 
unintentional"  breach  of  Mr 
Richardson's  rights. 

He  ruled  that  there  had  been 
"fairly  minor  infringement"  of 
Mr  Richardson's  copyrights  "in  a 
few  limited  respects",  but  it  was 
"certainly  not  the  slavish 
copying"  which  had  been 
claimed. 

Justice  Ferris  told  the  parties 
to  return  to  court  for  discussions 
on  who  should  pay  costs  and  what 
court  order  is  to  be  made. 


Beanstalk  distribution 


Beanstalk  have  appointed  Jones 
Shopfitters  as  their  distributors 
for  the  south  of  England.  The 
appointment  completes  Bean- 
stalk's national  network. 

Jones,  based  in  Plymouth,  will 
cover  Cornwall,  Devon, 
Somerset,  Avon,  Gloucester  and 
South  Wales  for  the  company. 

Jones  will  provide  a  complete 
shopfitting    package.  The 
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company  has  its  own  joinery 
works  and  aluminium  shop  front 
division.  Jones  wanted  to  be  able 
to  offer  retailers  a  range  of 
modular  shelving  systems. 

"The  Beanstalk  display  system 
is  of  a  high  quality  and  has  an 
excellent  range  of  accessories.  We 
are  delighted  to  be  appointed," 
said  Jones'  managing  director 
Phil  Willcock. 


Park  roll  out 
new  range 

Park  Systems  are  launching  a 
new  range  of  pharmacy  computer 
products  for  1993.  The  first  of 
these  is  a  new  version  of  the 
company's  PMR  labelling 
program. 

This  features  three  major 
facilities: 

•  An  automatic  endorsement 
module 

•  An  endorsement  review  system 

•  An  improved  medication 
administration  report  module. 

The  automatic  endorsement 
module  is  based  on  the 
Prescription  Pricing  Authority's 
file  and  will  advise  on 
endorsements  that  should  be 
made  to  the  prescription. 

The  review  system  allows  the 
operator  to  review  the 
endorsements  for  a  dispensing 
session  in  order  to  endorse  a 
batch  of  prescriptions  at  a  later 
time. 

The  administration  report 
module  is  said  to  dramatically 
reduce  the  time  taken  to  produce 
MARs  for  long  term  care 
establishments. 

Park  will  soon  be  launching  a 
portable  MAR  system  based  on  a 
notebook  computer. 

The  new  version  of  the  PMR 
program  is  free  to  existing  Park 
users.  Park  are  also  launching  a 
budget  EPoS  system  which  will 
retail  at  £2,950. 

373 


Glaxo  and  Zantac  bounce  back 


Glaxo  have  confounded  City 
expectations  with  their  better- 
than-expected  half  year  results. 
Much  of  the  success  is  due  to  the 
continued  strength  of  the 
company's  major  product, 
Zantac. 

Analysts  have  been  predicting  a 
9  per  cent  rise  in  Glaxo's  pre-tax 
profits.  Instead  the  company 
achieved  a  resounding  16  per 
cent  year-on-year,  rising  to  £819 
million. 

Dr  Ernest  Mario,  Glaxo's  chief 
executive  and  deputy  chairman 
commented:  "We  are  very 
pleased.  These  results  clearly 
show  our  policies  and  the  way  we 
manage  the  company  in  the  long 
term  is  bearing  fruit. 

"We  have  said  all  along  we  will 
sustain  the  growth  of  our  existing 
portfolio  while  new  products  are 
brought  through." 

Dr  Mario  used  the  interim 
figures  announcement  to 
"clarify"  Glaxo's  position  on  OTC 
medicines.  "We  have  several 
products  in  our  portfolio  which 
we  believe  can  move  from 
prescription  to  OTC. 

"We  also  see  the  government 
pushing  costs  towards  patient 
involvement  and  a  move  to  OTC 
would  reflect  this. 

"Seeing  this  trend,  we  have 
been  endeavouring  to  create  a 
capacity  in  Glaxo  to  market  these 
products. 

"But  it  doesn't  mean  we  would 
necessarily  purchase  OTC 
products  from  other  companies 
or   buy   another   company  to 


Panpharma  move 

Panpharma  have  moved  to: 
Panpharma  House,  Repton 
Place,  White  Lion  Road,  Little 
Chalfont,  Amersham,  Bucks, 
HP7  9LP.  Tel:  0494  766866;  fax: 
0494  766557. 

Council  fax 

The  Department  of  the 
Environment  have  published  a 
booklet  explaining  the  council 
tax  transition  reduction 
scheme.  "Council  Tax:  The 
transitional  reduction  scheme" 
is  available  from  local 
authorities,  CIBs  and  the  DoE. 

Manoplax  US 
launch 

Manoplax  is  to  be  launched  in 
the  USA  on  March  29.  The 
selling  price  will  be 
"essentially  the  same  as  in 
Britain". 

January  sales 

provisional  estimates  for  the 
index  of  retail  sales  volumes  in 
January  is  122.3  (1985=100). 
This  compares  with  120.4  in 
December  and  121.6  in 
November. 

Elan  address 

Elan  Pharma  have  moved  to: 
Lambert  Court,  Chestnut 
Avenue,  Eastleigh,  Hants. 
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Glaxo's  Dr  Ernest  Mario 

increase  our  OTC  portfolio." 

Dr  Mario  said  there  had  been 
research  into  Zantac/antibiotic 
combinations  following  evidence 
last  year  that  Losec  in 
combination  with  an  antibiotic 
provided  an  improved  therapy  for 
peptic  ulcers.  "Yes,  and  it  works 
better  than  the  protein  pump," 
said  Dr  Mario.  However,  he 
refused  to  be  drawn  on  whether 
Glaxo  have  plans  to  develop  it 

Glaxo  interims 
Sales  up  16pc  to  £2.3b 
Pre-tax  profit  up  16pc  to£819m 
EPS  up  16pc  to  19.4p 
Dividend  up  17pc  to  7p 

into  a  commercial  product. 

However  you  look  at  them  the 
Glaxo  numbers  are  impressive: 
sales  up  16  per  cent  to  £2,296m, 
earnings  per  share  up  16  per  cent 
to  19.4p,  and  dividends  up  17  per 
cent  from  6p  to  7p.  Zantac 
confounded  the  pessimists  who 
have  been  expecting  to  see  a 
slowdown  in  the  growth  of  this 
mature  product  by  putting  on  16 
per  cent  (14  per  cent  at  constant 
exchange  rates)  to  £1 ,033m. 

Dr  Mario  described  Glaxo's 
anti-emesis  drug  Zofran  as  "a 
huge  success".  Sales  were  up 


Monday,  March  1 

Somerset  Branch,  RPSGB,  at  the 

Postgraduate  Centre,  Musgrove  Park 
Hospital.  CPPE  evening  course. 
Details  from  John  Harris  (tel:  0749 
673842). 

Northamptonshire  Branch  RPSGB 

at  the  Lecture  Theatre,  Postgraduate 
Medical  Centre,  Kettering  General 
Hospital  at  7.30  for  8pm.  "Drugs  in 
Sport"  by  Professor  T.J.  Nicholls  of 
the  Welsh  School  of  Pharmacy. 

Tuesday,  March  2 

Lanarkshire  Branch,  RPSGB,  at  the 

Postgraduate  Medical  Centre, 
Hairmyres  Hospital,  East  Kilbride, 
8pm.  PQEB  lecture  on  "AIDS: 
prevention".  Details  from  Fiona 
Davidson  (tel:  Airdrie  769344  ext 
291). 

Leicester  Branch,  RPSGB,  at  the 

Postgraduate  Medical  Centre, 
Leicester  Royal  Infirmary,  7.30  for 


from  £120m  to  £163m,  an 
increase  of  almost  36  per  cent. 

Imigran,  which  has  been 
launched  in  Germany  from  the 
first  of  this  month  and  will  have 
an  injectable  form  available  in  the 
USA  from  March,  managed  sales 
of  £35m. 

Respiratory  products,  which 
represent  22  per  cent  of  Glaxo's 
sales  (Zantac  still  represents  45 
per  cent)  showed  a  sales  growth 


of  9  per  cent  to  £512m.  However, 
Ventolin  sales  were  down  1  per 
cent  at  constant  exchange  rates 
to  £239m. 

Attention  is  beginning  to  focus 
on  the  cash  mountain  Glaxo  have 
accumulated.  The  company's  net 
liquid  funds  have  swollen  from 
£1 ,332m  to  £1 ,499m,  £35m  from 
exchange  rate  benefits.  Dr  Mario 
said  "There  is  comfort  in  having 
the  cash". 


Rhone-Poulenc  sales  take  a 
beating 


Sales  for  Rhone-Poulenc  fell  back 
2.5  per  cent  to  F81.7  billion  in 
1992.  The  company  says  higher 
volumes  added  2  per  cent  to  sales 
but  changes  in  the  company's 
structure  and  currency 
fluctuations  lost  the  group  some 
4  per  cent.  Price  decreases 
accounted  for  another  0.5  per 
cent  dip. 

However,  the  company's 
operating  income  for  the  year  was 
up  8.1  per  cent  to  F6.779  million 
from  F6,272m  in  1991. 

"The  growth  was  fuelled  by 
excellent  results  from  the  health 
sector  and  the  speciality 
chemicals  sector,"  say 
Rhone-Poulenc. 

Net  income  for  the  company 
amounted  to  F2,184  million,  up  9 
per  cent  on  the  F2.004  million 
achieved  the  year  before. 
Earnings  per  share  rose  25  per 
cent  to  F25.61  from  F20.53  in 
1991. 

The  company  management  is 
not  predicting  an  economic 
upturn  for  the  company  in  1993. 
"The  most  recent  information 
suggests  that  operating  income 
in  the  first  quarter  of  1993  should 
follow  the  trend  established  in 
the  last  quarter  of  1992  and 
therefore   will    be    in  decline 


Coming  events 


8pm.  Postgraduate  lecture  4. 

Wednesday,  March  3 

East  Metropolitan  Branch,  RPSGB, 

at  the  Churchill  Room,  Wanstead 
Library,  Spratt  Hall  Road,  Ell,  7.30 
for  8pm.  Dr  P.J.  Houghton  on 
"Eskimos,  evening  primrose  oil  and 
EFAs". 

Fife  Branch,  RPSGB,  at  Moray 
House,  Cramond  Road  North, 
Edinburgh,  8pm.  Gordon  Bolas, 
General  Dental  Council,  on  "Dental 
care  and  dental  products".  Joint 
meeting  with  the  Scottish  Branch  and 

Northern  Scottish  Branch,  RPSGB, 

at  the  Leys  Suite,  Craigmonie  Hotel, 
Inverness  at  8pm.  John  Allen  on  "The 
Cairngorm  Mountain  Rescue 
Service". 

Sheffield  Branch,  RPSGB,  in  the 

Board  Room,  The  Jessop  Hospital  for 
Women,   7.30   for   8pm.  Bernard 


compared  to  the  relatively  good 
results  recorded  in  the  first 
quarter  of  1992." 

Commenting  on  the  results 
Rhone-Poulenc  chairman  and 
chief  executive  Jean-Rene 
Fourtou  said:  "The  success  of  our 
January  share  offer  confirmed  the 
international  financial  community's 
confidence  in  Rhone-Poulenc's 
growth  potential." 

IPL  launch 
EPoS  support 
package 

Following  the  launch  of  their 
computer  cash  register  (CCR) 
into  pharmacy  and  other 
retailing  outlets  IPL  have  come 
up  with  a  support  package. 

The  company  is  now  offering 
nationwide  maintenance  and 
support,  software  support  and  j 
updating,  installation  and  ; 
training  services  and  finance. 

IPL  have  formed  a  partnership 
with  Channel  Business  Systems,  I 
Retail  Software  Solutions  and  I 
Armbam  Software  and  their  own  j| 
IPL  Software  to  provide  these] 
services. 


Hardisty  on  "Taking  the  OM  out  of|| 
POM". 

Thursday,  March  4 

Society  of  Cosmetic  Scientists,  at  the 

Royal  Society  of  Medicine,  Wimpole 
Street,  London  Wl,  6.30  for  7pm. 
Medical  lecture  by  Professor  R.  Marks, ! 
Dept  of  Dermatology,  University  of 
Wales  College  of  Medicine. 

Advance  Information 

Financial  Times  conference  on 
"World  Pharmaceuticals"  on  March 
8-9  at  the  London  Hilton  on  Park 
Lane.  Registration  £640  (+  VAT).j 
Details  from  FT  Conference, 
Organisation  (tel:  071-814  9770). 

The  Society  for  Drug  Research.)  | 

Meeting  on  "Potassium  channel 
modulators"  at  the  Church 
Conference  Centre,  Westminster,  on 
March  9.  Details  and  registration 
from  The  Society  for  Drug  Research 
(tel:  071-581  8333). 
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CHEMISTS. 


a  healthy  outlook 
>ur  local  community 

Moss  Chemists  is  one  of  Britain's  most  respected  pharmaq) 
chains.  For  over  75  years  customers  have  relied  upon  our 
high  standards  of  service  and  professionally  trained  staff. 
Staff  who  listen  and  offer  good  advice  and  regard  themselves 
as  very  much  part  of  the  community  health  leant. 

PHARMACY 
MANAGERS 

#  Plymouth  •  Sloke-on-Trent 
#  Christchurch  9  Humberside  •  Eastbourne 

TRAINEE 
MANAGERS 

•  Hounslow#  Guildford 

Continued  growth  has  created  career  opportunities  for 
pharmacists  with  the  personality  and  drive  to  make  a 
real  impact  on  local  community  healthcare. 
Experienced  or  newly  qualified,  (full  training  will  be 
given)  we  need  individuals  with  a  commitment  to  patient 
counselling,  coupled  with  the  communications  skills 
and  management  qualities  to  actively  market  a  wide 
range  of  medicines,  healthcare  and  leisure  products. 
In  return,  you'll  enjoy  the  full  support  of  a  highly 
professional  company,  modern  well  equipped  and 
efficient  facilities,  flexible  working  hours  and  a  highly 
competitive  salary  and  benefits  package.  This  will 
include;  PPP  membership,  pension  scheme  with  life 
assurance  and  generous  staff  discounts. 
Apply  with  CV  to:  Mr  Roger  Cotton  MRPharmS, 
Recruitment  and  Training  Executive,  Moss  Chemists, 
Fern  Grove,  Feltham,  Middlesex  TW14  9BD. 


CORNWALL 


Coastal  Pharmacy  requires  experienced  Managing  Pharmacist 
capable  of  maintaining  all  year  round  busy  dispensary  and 
dealing  with  considerable  seasonal  O  +  C  Trade 
3  bedroomed  accommodation  available.  Full  details  available  from 
Williams  Chemists  Ltd., 
30  Normandy  Way,  Bodmin,  Cornwall  PL31  1  EX. 
or  Telephone:  (0208)  72769 


KILNHURST 
ROTHERHAM 

Enthusiastic  Pharmacist  Manager  required 
for  a  new  pharmacy  due  to  open  March/ 
April. 

*  Attractive  salary 

*  Minimum  paperwork 
+  4l/2  day  week 

*  Would  suit  newly  registered 

Apply  to  Mr  Steven  Lo,  Los  Chemist, 
29  Bamsley  Road,  Ackworth,  Pontefract. 
Tel:  0977  613132  or  0226  291078  (eves.) 


BARNSLEY  - 

Manager  required  for  busy 
pharmacy,  salary  in  region  of 

£20,000  depending  on 
experience.  Future  profit  share 
potential.  Good  supporting  staff. 

Newly  registered  considered. 
Apply  to:  Mr  Zulfkar  Akram, 
187  Manchester  Road, 

Thornton  Lodge, 
Huddersfield  HT1  7JE. 
Tel:  (0226)  207020  (daytime) 
(0924)  444422  (evenings) 


LLOYDS  CHEMISTS 


REQUIRE 

PHARMACY 
MANAGERS 

Lloyds  Chemists  are  looking  for  high  calibre  professional 
Pharmacists  capable  of  managing  a  team  and  developing  a 

community  pharmacy,  which  genuinely  cares  for  the 
needs  of  its  patients  and  who  want  to  be  part  of  a  highly 
successful  Company. 

As  well  as  an  excellent  salary,  reflecting  the  importance 
of  the  position  we  offer: 


BENEFITS 


•  Unrivalled  promotion  • 
prospects  • 

•  Profit  related  bonus  • 

•  20%  staff  discount  • 

•  Secure  Pension  Scheme  • 


VACANCIES 


SOUTH  YORKSHIRE 

CANTERBURY 

STRATFORD  UPON  AVON 

SUFFOLK 

THE  POTTERIES 


•  Free  Private  Healthcare     •  SOMERSET 


CONTACT 


Sandra  Williams,  Pharmacist  Recruitment  Officer, 
Lloyds  Chemists  Pic,  Manor  House, 
Manor  Road,  Mancetter,  Atherstone, 

Warwickshire  CV9  1QY. 
Telephone:  (Daytime)  0827  718001 
(Evenings  and  Weekends)  0827  260023/0827  282117 
Direct  Line:  0827  713990  during  office  hours. 


LOCUMS 


Provincial  Pharmacy 
Locum  Services  JB 


We  have  over  3,000  pharmacists 
registered!  Plus  experience  of  handling 
over  100,000  bookings  NATIONWIDE! 

OUR  BUSINESS 

Place  your  locum  problem  in  the 
hands  of  our  experienced  co-ordinators 
We  will  inform  you  the  moment  cover 
is  found.  We  leave  you  to  get  on 
with  doing  what  you  do  best, 
running  your  business. 

PLEASE  CALL  NOW! 
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LOCUMS.  } 


MARKS  MEDIKS  LOCUMS 


For  Pharmacists  run  by  Pharmacists 
Retail  •  Hospital  •  Industry 
Ring:  071-388  9299/0831  100931  (24  hours) 

Julia  Marks  MRPharmS  Agy 


DUTY  PHARMACISTS 

BLACKPOOL,  WIGAN,  STOKE-ON-TRENT  AREAS 

To  support  and  supervise  extended  opening  hours  programme. 
We  look  forward  to  hearing  from  pharmacists  wishing  to 
work  weekdays  or  occasional  Sundays.  Favourable  rates. 
Please  phone  Mandy  Jackson,  Pharmacist  Co-ordinator, 
United  Norwest  Healthcare,  (0260)  280558 
Monday-Friday  8.45-1.00  p.m. 


Member  of  the  Henry  I.  Perlow  Group 
National  Pharmacy  Locum  Agency 
Hp    TELEPHONE  081-907  9894 
Kent/Sussex  Office  0892  510526 
Midlands  Office  (0280)  700575 
We  invite  Pharmacist  Locums  to  apply  for  registration 


For  Premium  Service  at  Competitive  Rates,  call... 

NORTHERN  LOCUMS 

on  (061)  725  8063 
or  (0274)  831631 

 Phones  manned  until  10pm  nightly. 


FELIXSTOWE 

Evening  locum  required  for  new 
modern  in  store  pharmacy  in  Felxistowe 

(0394)  276297 


AGENTS 


Boost  your  earnings  by  up  to  £200  per  week 
with  an  exciting  new  range  of  dental  products 
now  available  for  chemist's  agents  to  add  to 
their  portfolio.  Commission  only  sales. 

Contact:  Eddie  Blass  on  071-935  4197 
to  find  out  more. 


AGENTS-WANTED 


We  require 

AGENTS/DISTRIBUTORS 
&  WHOLESALERS 

with  their  own  established  contacts. 
Our  highly  competitive  range  of 
READING  GLASSES 
are  enjoying  increased  sales  due  to  the  low 

R.R.P.  and  high  P.O.R. 
Commission  also  on  automatic  repeat  orders. 
DIRECT  PERCEPTION  LIMITED 
SIB  New  Cavendish  Street, 
London  W1M  8 JR. 
Tel:  ©81-518  2685  Fax:  081-554  9716 


ANNOUNCEMENTS  • 


London  Chemists'  Golfing  Society 

Inaugurated  1909 
President:  A.S.  Jerwood  Esq. 

Secretary:  W.R.  Gardiner  M.R.Ph.S. 
14  Auckland  Close,  Maidenhead,  Berks.  SL6  8QB 
Tel:  (0628)  37878  Bus:  (0628)  71834 
FIXTURE  LIST  1993 


NEW  ZEALAND 

THURSDAY  MARCH  11TH 

YARDLEY-LENTHERIC 
CROOKES-HEAL I  H<  ARI 

SUNNINGDALE 

WEDNESDAY  APRIL  14TH 

COLGATE-PALMOLIVE 
NORION  1IEAI  lilt  ARI 

ASHR1DGE 

WEDNESDAY  MAY  19TH 

KODAK  LTD. 

ST  GEORGES  HILL 

WEDNESDAY  ll'N]  2ND 

ALLEN  &  HANBURYS  LTD 

BERKSHIRE 

WEDNESDAY  JUNE  23RD 

INTERCARE  PRODUCTS  ' 
ABBOTTS  LABORATORIES 

HADLEY  WOOD 

THURSDAY  JULY  15TH 

WENTWORTH 

1  III  RSDAY  MT  Y  ."Mil 

1  ONDON  INTERNATIONAI   1  Ri 

BURNHAM  BEECHES 

W'EDNl  SDAY  AUGUS  I  ISTII 

R<X  111  \'l(  HOLAS 
HEALTHCRAFTS  LTD 

WESTHILL 

THURSDAY  SEPT.  16TH 

VESTRIC  LTD 

STOKE  POGES 

THURSDAY  OCTOBER  7TH 

SMITH  &  NEPHEW 
UNICHEM 

HUNTERCOMBE 

THURSDAY  OCTOBER  2IST 

BRISTOL-MYERS  SQUIBB 

NEW  SPONSORS  WELCOME 


BUSINESS  FOR  SALE 


ALLIANCE  VALUERS  AND 
STOCKTAKERS 

Telephone  Harrogate  (0423)  531571 


NORTH  LEEDS 

UNEXPECTEDLY  RE-OFFERED 
DUE  TO  TIME-WASTER 

Main  Road  Suburban  Leasehold  Phar- 
macy. T/O  under  management  £273,000 
NHS  items  approx.  1,600  per  month. 
Excellent  perfumery/gift  trade.  GP  30%. 
New  15  year  lease.  Otters  invited  lor 
GW/Fix  plus  SAV  with  view  to  quick  sale. 

PHARMACIES  URGENTLY  REQUIRED 


NORTHANTS 

Main  Road  Suburban  Pharmacy.  Turnover 
to  31st  March  1992  under  management 
£365,565.  NHS  items  2,100  per  month. 
Net  profit  to  owner  MRPharmS  over 
£50,000pa.  New  lease  just  granted. 
Realistically  priced  lor  quick  sale  at 
£135,000  lor  GW/Fix  plus  SAV 

NATIONWIDE  FOR  EAGER  PURCHASERS 


HENRY  I.  PERLOW  MRPharmS 


N.W.  LONDON.  Lock-ip  pharmacy. 
Annual  turnover  e262,000.  NHS 
items  1800  per  month.  Secure  lease. 
Rent  £11,000  p  a. 

Price  £1 15,000  SAV       Ret  01288 

LONDON  N18.  Pharmacy  with  living 
accommodation.  Annual  turnover 
£270,000.  NHS  items  2300  per 
month.  Long  lease  or  freehold 
available. 

Price  £99,000  SAV  Ref:  0565 

TO  BUY  OR  SELL 
A  BUSINESS 


BUSINESS  WANTED 


Moss  Chemists  are  a  subsidiary  of 
Unichem  PLC,  controlled  by  Pharmacists 
with  a  positive  professional  approach.  We 
are  expanding  rapidly  and  wish  to  hear  of 
pharmacies  or  groups  of  pharmacies  for 
sale  throughout  the  UK  with  a  minimum 
turnover  of  £450,000. 
Freeholds  purchased.  Please  write  or 
telephone: 

Mr  M.C.  Bayly,  Acquisitions  and 
Franchise  Director 

Moss  Chemists, 
Fem  Grove,  Feltham, 
Middlesex  TW14  9BD. 
CHEMISTS     Tel  No.  081-890  9333 


BUSINESS  OPPORTUNITIES 


WANTED 

Suppliers  of  French  Fragrance. 
Major  wholesaler  requires  large 
quantities  of  fine  fragrances. 

Telephone:  (0282)  770201 


DISPENSING  LABELS 


D&M  Printing  Company  Limited 

LABELS  AND  COMMERCIAL  PRINTING 

Pharmacists!  Save  Money  by  using 
our  dispensing  labels. 
Contact:  Des  or  Mark  Alger 
Telephone:  051-949  0567 
Fax:  051-949  0747 
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or  write  lo  J.W,  Sleath  &  Co.  Ltd.,  Insurance 

and  Mortgage  Brokers.  58  Theobalds  Road, 

London  WC1X  8SG. 

Specialists  in  Practice  Finance 

1% 

ABOVE  BANK  BASE 

PHARMACY  COMPUTER  SYSTEMS 


RACE  (Jeta 


LABELLING 
SYSTEMS 

THE  BETTER  LABELLING  & 
RECORD  SYSTEMS 

•  Faster  •  Simpler 

•  Guaranteed  Security       •  Free  Credit 

•  More  Features  •  Low  Price 

No  one  has  more  experience. 
Don't  buy  without  first  seeing  a  Pace  Beta 
demonstrated  in  YOUR  pharmacy 
•  Available  for  one  months  trial 

For  details  and  a  free  demonstration 
Telephone:  061-941  7011 
37  Stamford  New  Road,  Altrincham  WA14  1EB 


John  Richardson  Computers  Ltd 


PMR 


Latest  o/QO 
Update  "3J  I 


EPOS 


JRC  systems  are  renowned  for  their  speed,  ease-of-use 
and  flexibility  -  They  are  the  most  widely  used  in  pharmacy 
today,  are  constantly  updated  and  enjoy  an  enviable  after- 
sales  service.  You  may  think  you  can't  afford  the  best  - 
You'll  be  surprised  . . . 


FOR  MORE  DETAILS,  OR  FREE  EPOS/PMR  VIDEOS.  PHONE  0772  323763 
(FAX  0772  323003)  -   OR  WRITE  TO  JRC  LTD,  FREEPOST,  PR5  6 BR 


Three  Items  For  A  Total  Cure! 


PILLS  -  Patient  Medication  Records 
Checkout  -  POSIH  epos 
Ob-serve  -  Book  keeping  package 

Hadley  Hutt  Computing  Ltd, 
George  Bayliss  Road,  Droitwich, 
Worcs.  WR9  9RD 
Telephone:  0905  795335 
Fax:  0905  795345 


m 


CQM3UTTUG  LTD 


PROMOTED 
PILLS  S 
OBSERVE 


PRODUCTS  &  SERVICES 


The  Pharmacy 
Insurance  Agency 


Did  you  know  that  Professional  Indemnity  insurance 
for  your  pharmacy  is  now  available  for  a  maximum  cost  of 


£189 


PER  ANNUM 


♦  This  is  reduced  if  you  have  a  PMR  system,  qualified 
dispenser  or  a  second  pharmacist. 

♦  Reduced  further  if  you  have  more  than  one  pharmacy. 

♦  Many  additional  benefits  —  a  truly  comprehensive 
package. 

♦  OVER  1000  PHARMACIES  ALREADY  COVERED. 


We  alsi  i  arrange: 
♦  Business,  contents  and  interruption  insurance, 
♦  Locum  P.l.  insurance. 


To  join  the  growing  number  of  satisfied  pharmacist  clients 

m  021-236  0031 


Working  For  Pharmacy 


PAKT  OF  THE  PROVINCIAL  PHARMACY  SERVICES  GROUP 


FACTORY  SECONDS 

ALL  IN  PERFECT  CONDITION  •  ALL  GUARANTEED 
LOW  OUTLAY  •  HIGH  PROFIT  •  CONTINUOUS  SUPPLY 

We  also  handle  huge  ranges  of  radios, 
walkmans,  midi-systems,  plus  hundreds 
of  other  items  from  major  manufacturers. 

For  futher  information  call: 

CENTRAX  DIRECT  SALES  LTD 

TEL:  081  330  7766  (10  Lines)  FAX:  081  330  7726 


COMPACT 
DISCS 

Large  selection 
of  new  CD's  all 
£2.99  each. 
Titles  include  Nat 
King  Cole,  Queen, 
Gibson  Brothers  etc. 
Also  Tapes  for 
£1.99  each. 

Phone  081-680  7659 
for  list 


/  22 


'/ETCHEM 


Panacur  dog/ 
horse  wormers 

Nuvan  Top   Acclaim  Plus 
Nuvan  Staykill 

Obtainable  from 
Brian  G.  Spencer  Ltd, 
Common  Lane,  Fradley, 

Lichfield,  WS13  SLA 
Telephone:  0543  262882 

One  of  the  Vetchem  Group 
of  Distributors 
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PRODUCTS  &  SERVICES 

ABORTIOls 

ADVICE  ^ 

^THeSTOPEC 

1 1 1  FAMILY  PLANNING  CLINICS  SINCE  V 

STOCK  FOR  SALE 


BABY  CLOTHES 


Baby  Clothes 
with  the  chemist  in  mind 


Cherish 

for  all  newborn  babies 
3  sizes  3  to  51b.     5  to  81b.   8  to  121b 
For  catalogue  and  information 
write  or  phone 
dollycare  Cosby  Ltd 
13  Elm  Tree  Road, 
Cosby 
Leicester 


Contacts:  George 
and  Simon  Brown 


Tel:  0533  773013 
Fax:  0533  477727 


Opticmead  Limited  #| 

Pharmaceutical  Wholesalers 

FOR  THE  BEST  PRICES  POSSIBLE  AND  A 
NEXT  DAY  SERVICE 

SPECIAL  01  FERS  FOR  MARCH  1993 

BUY: 

10  x  28  ATENOLOL  TABS  50MG  at  £0.75  EACH 

10  x  100  DILTIAZEM  TABS  60MG  at  £5.49  EACH 
10  x  100  ISOSORBIDE  MONO  TABS  20MG    at  £3.29  EACH 

10  x       MICROPORE  TAPE  2.5CM  at  £0.59  EACH 

10  x  30  MODURETIC  TABS  at  £2.26  EACH 

FOR  A  FULL  PRICE  LIST  PLEASE  SPEAK  TO 
MR  RON  SMITH  ON  081-317  8927  OR  081-854  1966 
WE  ARE  ALSO  ON  FAX:  081-317  0182 


SH0PFITTINGS 


PROPERTY 


Continental  Style  Shopping 
comes  to  Birmingham 

WANTED 

Business  minded 
entrepreneurs 

REWARD 

An  opportunity  to  put  your  ideas  and 
skills  to  work  in  Central  Birmingham's 

only  leisure  and  retail  development. 
This  exciting  development  is  fast 
becoming  a  little  village  right  next  to 
the  heart  of  the  city  centre. 


^"H    Low  start  up  costs 
H    AMI  \  N      Flexible  terms 
*Jt9.99.999    For  further  details  contact 
Sandy  Paskins       Ashley  Hancox 

luirst  St. 


Grimloy  J  R  F.ve  a  ,AM(.S  k  LISTER  LEA 


PROFESSIONAL 

PHARMACY  DESIGN  & 
INSTALLATION 

OXFORD  ROAD, 
PEN  MILL  TRADING  ESTATE, 
YEOVIL  BA21  5HZ. 

0935  20724 


PIONEER  SHOPFITTING 

•  SHELVING  SYSTEMS 

•  FULL  RANGE  OF  SERVICES 

•  FAST  COMPETITIVE  QUOTES 

(0202)  826436 

1 7  LAKE  ROAD,  VERWOOD  DORSET  BH31  6BL 


Pharmacy  Shelving  and 
Dispensary  Fittings 

Consult  us  for  planning,  design  and  installation  expertise,  at 
lower  than  budget  prices 

Call  (081)  337  4969  or  (0932)  850284 

AB  Shelving  and  Design  Ltd 


2    3   6     8   13  6 


021-200  1100 


K  H  WOODFORD  &  Co  Ltd 

We  as  specialist  manufacturers 
|>  and  installers  invite  you  to 
telephone  us  on  0202  396272 
for  details  of  our  fully 
approved  equipment  for  all... 

Dispensary  and  Pharmacy  fitting 
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SHOPFITTING 


EXDkUM 


STOREFITTERS, 


0626  -  834077 

COMPREHENSIVE  DESIGN,  MANUFACTURE 

AND  INSTALLATION  SERVICE  FOR  THE 
 RETAIL  PHARMACY  

KING  CHARLES  BUSINESS  PARK, 
OLD  NEWTON  ROAD,  HEATHFIELD, 
DEVON  TQ12  6UT 


Marketing  lie. 


THE  COMPLETE  SHOPFITTER 
DESIGN  •  MANUFACTURE  •  INSTALLATION  •  LEASING 

CONTACT 

DAVID  CROSS     or    SIMON  MYERS 

FOR  MORE  DETAILS  ABOUT  OUR 
PROFESSIONAL  DESIGN  SERVICE,  QUALITY  FITTINGS, 
REALISTIC  PRICES  AND  ATTRACTIVE  LEASING 

TEL  (0761)  418941      FAX  (0761) 412798 


FROM  LOW  COST  PERIMETER 
SHELVING  TO  UPMARKET  PERFUMERY 
SHOWCASES  TRADITIONAL  OR 
CONTINENTAL  DISPENSARIES 


^fjoprijfiNc: 


CONTACT  MARTIN  BAGG  FOR  A 
COMPLETE  SHOPFITTING  SERVICE 
FOR  THE  PHARMACIST 

0392-216606 


SHOP  FITTERS  LIMITED 

NORDIA  HOUSE,  SEACROFT  INDUSTRIAL  ESTATE 
COAL  ROAD,  LEEDS  LS14  2AW 
Tel:  0532  323478  Fax:  (0532)  323348 

SPECIALIST  SHOPFITTING 
AND  DESIGN  FOR  TOD  A  YS 
PHARMACIST 


m 

Approved 

DESIGN  SERVICE  -  COMPLETE  PACKAGE 


Approved 
NATIONWIDE  SERVICE 


The  Complete  Shopf itting  System 


FREE  PLANNING,  QUOTATIONS  & 
MERCHANDISING  ADVICE 

0602  42042 1 

design,  installation,  service 

U  K  Agent  for  SYSTEMMEP  and  CO  JjPBOX 

MEP  House,  Croydon  Road,  Radford,  Nottingham  NG7  3DS 


SHOPFITTING  SYSTEMS 
&  SERVICES 

•  Free  Independent  Advice  for  Independent  Pharmacists 

•  Choice  of  Systems  to  meet  your  budget 

•  Top  design  or  unbeatable  lowest  price  package 

•  You  can  share  in  30  plus  years  experience  in 
pharmacy  planning 

Call  Frederick  Moore  -  0525  222526 
39  Cooks  Meadow,  Edlesborough,  Beds.  LU6  2RP. 


STOCK  FOR  SALE 


A 


LIBRA  DISTRIBUTORS 

WHOLESALERS  OF  FRAGRANCES 
PHOTOGRAPHIC  FILMS  &  BATTERIES 
TEL:  081-445  4164    FAX:  081-445  1399 

Straubal  Hair  Repair  Products  made 
ivith  Henna  -  Noiv  In  Stock!! 
Please  call  for  special  introductory 
prices  on  081-445  4164 
Nation-wide  Delivery  Next  Day 

30  DAYS  CREDIT  ON  ALL  ORDERS  OVER  £350 
ALL  PRICES  ARE  EXCLUSIVE  OF  VAT 


ARE  YOU  TAKING  ADVANTAGE  OF  PASSPORT  PICTURE 
OPPORTUNITIES?  BIG  POTENTIAL.  FOR  A  FREE  DEMO 
AND  MORE  INFORMATION  PLEASE  CALL  US  NOW! 
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STOCK  FOR  SALE 


URRY  — 

ROTHY'S  SHRUNK  THE  PRICES! 

110  x  24  -  50p    126  x  24  -  50p    Disc  -  50p 

'  ,,  ,|  -.-'if  for  Mini  Labs  supplied  at  good  prices. 
All  prices  plus  VAT  &  Post  &  Packing. 
The  Film  &  Paper  Guy 
138  Westmorland  Avenue,  Blackpool  FY1  5QW 
Telephone:  (0253)  697094 


co 


.PBOXA*»OL 

100's 


E     M  A 

PHARMACEUTICALS 


ID  Aromatics  has  over  100  Essential  Oils  and  over  80  Perfume  Oils 
always  in  stock.  Best  quality  Aromatherapy  Oils  and  Absolutes. 
Exclusive  imported  Brassware,  including  the 
FRAGRANCER  (c). 
Pot  Pourris,  Joss  Sticks,  Incenses. 
Highly  competitive  prices  and  fast  efficient  service. 


4 


Visit  our  Retail  outlet,  or  enquire  for  Retail  and  Wholesale  details. 

Write  for  Price  List  to 
12  New  Station  Street,  Leeds  LSI  5DL.  Telephone  0532  424983 


erfumes  and  Aftershaves 

European  wholesaler  wishes  to 
contact  British  wholesalers  or  large 
retailers  who  sell  perfumes. 
Please  fax  for  details  on  London 
752  1262 


STOCK  WANTED 


WANTED 


Old  Chemist  Shop  fittings  in  mahogany. 
Complete  shop  interiors  purchased. 
Drug  runs,  bow  cabinets  etc. 
We  try  hardest,  travel  furthest,  pay  more. 
Tel:  (0327)  349249  Eves:  41192  Fax:  (0327)  349397 


PERFUMERY  AND 
COSMETIC  TESTERS 

BOUGHT  FOR  CASH 
ANY  QUANTITY,  ANY  MAKE. 
TEL:  PAUL  on  0860  280627 


United  Kingdom  Trade  Mark 
Number  B1337669  MONSTER 

This  trade  mark  has  been  assigned  from 
Napa  Products  Limited  of  Barmston  House, 
Barmston  Road,  Beverley,  East  Yorkshire  HU17  OLA 
to  The  Boots  Company  PLC  of  Nottingham  NG2  3AA 
without  the  goodwill  of  the  business  in  which  the 
trade  mark  was  used  at  the  time  of  the  assignment. 
The  assignment  was  in  respect  of  non-medicated 
toilet  preparations,  soaps,  perfumes,  cosmetics  and 
hair  lotions,  all  included  in  Class  3. 


To  advertise  in 
this  section  please 

telephone: 
Joe  Doveton  on 
0732  364422 
Ext.  2468 


mi 
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Businesslink 


A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


PHARMACIST  MANAGERS 

SWINDON,  WILTS  -  Expanding  company 
requires  a  pharmacy  manager  for  new 
branch.  Retail  business  preferred.  Good 
counselling  skills.  Capable  of  full  involve- 
ment in  developing  the  business.  Tel: 
0285  651431. 


 LOCUMS 

NORTHAMPTON  -  Pharmacist  required 
from  June  25  to  July  10.  Mon-Fri.  9am- 
7pm  (lunch  l-2pm).  Sat  9am-lpm.  Tel: 
0604  20008  (amended  number). 

LEEDS,  W  YORKSHIRE  -  Pharmacist 
required  3,4  or  5  days  per  week  on  a 
permanent  basis  for  interesting  position. 
Tel:  0532  486766  (day)  Rodney  Lee. 

TYNE  &  WEAR  -  Locum  required  for 
Saturday  10th  April,  9am-4pm  inclusive. 
Tel:  091-257  7651  (shop  hours)  Mr  M 
Lord. 

SWINDON,  WILTS  -  Locum  required  to 
cover  odd  days  and  weeks  off.  Pleasant 
working  conditions  within  a  health 
centre.  Experienced  staff.  Tel:  0793 
616290. 

i MANCHESTER  13  -  Pharmacist  required 
for  regular  Thursdays  9am-6pm.  Tel: 
061-224  1289. 

KILBURN,  LONDON  NW6  -  Locum  re- 
quired every  Thursday.  Please  call  071- 
624  4734  and  ask  for  Anil. 


DISPENSING  ASSISTANTS 


LONDON  SE4  -  Shop/dispensing  assistant 
required  part-  time.  Tel:  081-692  2823. 


SITUATIONS  WANTED 

BIRMINGHAM  and  surrounding  area  -  20 
mile  radius.  Odd  days,  or  full  weeks  short 
term.  Tel:  021-526  7256. 

LONDON  AREA  -  Experienced  locum  avail- 
able immediately  on  daily/weekly/long  or 
short  term  basis.  Tel:  081-992  7035  (eve). 

CAMBERLEY- 10  miles  radius.  Pharmacist 
available  odd  days  or  weeks  in  March. 
Moving  in  April.  Will  he  available  1(1  mile 
radius  Portsmouth.  Tel:  0276  31171  after 
7pm  until  March  31. 

PETERBOROUGH,  CORBY,  Kettering, 
Stamford,  Huntingdon  areas  -  Exper- 
ienced locum  available  for  odd  days, 
regular  days,  holiday  cover.  Tel:  0832 
274653  (eve). 

BRADFORD  BASED  -  Experienced  locum 
available.  Will  travel.  Days/weeks/longer. 
Tel:  0274  391230  Martin  Spicer. 


EXCESS  STOCK 

TRADE  LESS  50%+VAT+POSTACE  -  67 

X  lOOOmcg  Celance  (exp  2/93):  2  x  60 
Gastrozepin  tabs:  1  x  30  Transiderm- 
Nitro  5  patch.  Tel:  081-204  2412. 
TRADE  LESS  30%+VAT+POSTACE  - 
Fucidin  suspension  (exp  9/94).  Tel:  071- 
739  4723. 

TRADE  LESS  50%+VAT  -  2  x  Humulin  S 
(exp  2/93);  1  x  100  Norval  20mg;  1  x  90 
Nuelin  120mg;  50  Bolvidon  20mg.  Tel 

j    0532  645123. 

TRADE  LESS  25%+VAT  -  80  x  llolmatil 

200mg  (exp  11/94);  112  Cvtotec  (exp 
7/94):  100  Cardene  20mg  (exp  '97);  100 
Cardene  30mg  (exp  '97);  100  Camcolit- 
250  (exp  '95);  and  others.  Tel:  051-339 
3123. 


TRADE  LESS  25%+VAT  -  100  Kilater;  100 
Diamox  250mg:  3  x  100  Aldactide  25mg; 
2  x  28  Trasidrex;  100  Artane  2mg.  Tel: 
(12:52  351187. 

TRADE  LESS  30%+VAT+POSTAGE  -  3  x 
l()(i  Declinax  lOmg;  2  x  26  Rimactazid 
300mg;  10  x  Vepesid  50mg:  100  Lopresor 
lOOmg;  28  x  Betaloc  SA.  Tel:  0624 
673912. 

TRADE  LESS  30%+VAT+POSTAGE  -  16 

x  Sorbsan  10  x  10cm  dressings;  1  x  30 
MC2000  Coloplast  and  Filtrodor  integral 
ostomy  bags;  6  x  Coloplast  Comfeel  10cm 
x  10cm  ulcer  dressings:  9  x  Portex  PVC 
ring  pessaries  65mm.  Tel:  0932  231572. 

COST  LESS  30%  -  60  Megace  160mg;  56 
Rythmodan  retard;  5  Glytrin  sprays;  70 
Gastrozepin;  2  x  10  Tegasorb  dressing;  60 
x  Lodine  caps  300mg;  3  x  19  Cacit 
500mg.  Tel:  0480  214355. 

TRADE  LESS  50%+VAT+POSTAGE  - 
Kill  Rivotril  2mg;  100  Zarontin  250mg; 
Dow  Corning  remover  150ml;  12  Posey 
sheath  holders;  20  Convatec  S291;  10 
Convatec  S279;  10  Trident  bags  370819. 
Tel:  0786  816893  (dav). 

TRADE  LESS  30%+VAT+POSTAGE  -  7  x 
5  Convatec  flanges  S355;  2  x  30  Surgicare 
S263;  3x5  Stomahesive  wafers  S100;  2  x 
30  Hollister  3313;  2  x  30  Hollister  3314. 
Tel:  0247  459575. 

TRADE  LESS  30%+POSTAGE  -  2  boxes 
Pentasa  enemas  (exp  8/94);  1  x  60  Dora- 
lese  (exp  1 1/94);  1  x 30  Nizoral  (exp  5/94); 
1  x  100  Orap  4mg  (9/93):  1  x  100  Froben 
50mg  PI  (exp  2/95).  Tel:  081-950  0934. 

TRADE  LESS  30%+VAT+POSTAGE  -  3  X 
28  Univer  240mg  (exp  6/93):  4  x  100 
Mono-Cedocard  20:  7  x  15  Synalar  C 
cream.  Tel:  071-  924  560(1. 

TRADE  LESS  50%+VAT  -  6110ml  Tagamet 
syrup  (exp  2/93):  10  Alkeran  5mg  (exp 
5/93);  128  aspirin  600mg  (Nu-Seals);  182 
Declinax  20  (exp  4/93);  42  Ludiomil 
75mg  (exp  5/93);  128  Orudis  lOOmg  (exp 
4/93);  42  Rimactazid  300  (exp  3/93);  and 
many  more.  Tel:  11269  850302. 

84  DROGENTC  TABS  -  (exp  4/96)  £60.  Fax: 
0983  822289. 

ANY  REASONABLE  OFFER  -  18  Boxes 
Surgicare  S271  system  2  ostomy 
pouches  45mm.  Tel:  0533  667393. 

TRADE  LESS  30%+VAT+POSTAGE  -  15 
Bard  Biocath  catheters  DT226516,  size 
16  10ml.  Std  length;  2  Bard  LIriplan 
catheters.  All  silicone.  DT1668,  size  18 
30ml.  Std  length.  Tel:  0978  860657. 

TRADE  LESS  40%+VAT  -  Atromid-S 
500mg;  Adizem  SR  90  x  120mg  caps; 
Adizem  XL  300mg;  Orbenin  50()mg;  Oru- 
vail  lOOmg;  Orimeten  250mg;  Roxiam 
300mg;  Dolohid  500mg;  Betim  tabs.  Tel: 
081-743  1320. 

TRADE  LESS  30%+VAT+POSTAGE  - 
Bricanyl  inj  infusion  2.5mg  in  5ml,  2(1  x 
10  in  stock  (exp  2/94).  Tel:  071-263  4444. 

33  MAXOLON  INJECTIONS:  -  59  Tranco 
pal;  440  Slow  Sodium;  114  Decaserpyl 
5mg;  48  Decaserpyl  lOmg;  86  Ludiomil 
50mg;  83  Ledercort  2mg;  40  Saluric  tabs. 
Tel:  0903  241442. 

TRADE  LESS  40%+VAT+POSTAGE  -  5  X 
30  Coloplast  MC2000  colostomy  pouches 
30mm  No.  5630.  Tel:  071-274  9902. 

TRADE  LESS  50%+VAT+POSTAGE  - 1  x 
30  Hollister  41 14;  2  x  30  Colodress  Plus 
S861;  1  x  30  Biotrol  32-450.  Tel:  0226 
282532. 

TRADE  LESS  50%+VAT+POSTAGE  -  2  x 

30  Coloplast  pouches  5945;  2  x  30  Colo- 
plast pouches  5640;  2  x  10  Hollister 


pouches  1438.  Tel:  0563  41  145. 
TRADE  LESS  30%+VAT+POSTACE  -  2 

Simpla  Foley  catheters  size  14  10ml, 
male,  code  367314;  1  Bard  Uriplan  Hy- 
drogel  catheter  DT226916,  10ml  size  16, 
female.  Tel:  0978  860657. 


ACCOMMODATION 

TORREMOLINOS,  Costa  Del  Sol  -  2  bed- 
room apartment  with  pool.  Available 
June  14-18  and  Sept  17-Oct  1.  £300  per 
fortnight.  Tel:  0632  21820  (day) 
(amended  number)  and  (1623  754205 
(eve/w/end). 

ROBIN  HOODS  BAY,  N  YORKS  -  Spacious 
cottage.  CM.  fully  equipped.  Sleeps  5/7. 
Available  May  onwards.  Tel:  0723  361819 
for  brochure. 

NEED  ACCOMMODATION  IN  LONDON? 


-  Maybe  I  can  help.  Clean  luxurious  and 
comfortable  place  available  for  short/ 
long  term  let,  weeks/months/year.  Tel: 
0702  710612. 
FREE  GOLF  FOR  FOUR  worth  £900)  and 
villa  with  exceptional  views  over  the  13th 
fairway  of  the  famous  Aloha  G.C.  Marbel- 
la.  Sleeps  six.  All-in  total  price  £580  per 
week.  Tel:  0463  233261. 


FOR  SALE 

LINK  2  PLUS  COMPUTER  -  With  Link 

bridge  system  complete.  Sensible  offers. 
Tel:  0203  457513. 
LINK  2  PMR  SYSTEM  -  Complete  with 
maintenance/upgrade  contract.  In  lull 
working  order.  Disconnected  on  phar- 
macy ownership  change.  Offers  Notts/ 
Derby.  Tel:  0602  440222. 


IMPORTANT 

Because  demand  for  free  Business  Link  entries  exceeds  the  space 
available,  subscribers  are  asked  to  comply  with  the  30-word  limit. 
To  avoid  delay  in  publication,  please  ensure  that  brand  and  drug 
names  have  the  correct  spelling  and  that  the  text  is  legible. 


Free  entries  in  "Business  Link"  (maximum  .30  words)  are 
restricted  to  community  pharmacist  subscribers  to  Chemist 
&  Druggist.  No  trade  advertisements  will  be  permitted. 
Acceptance  is  at  the  discretion  of  the  Publishers  and  depends 
upon  space  being  available.  Send  proposed  wording  to 
"Business  Link"  using  the  form  below. 
EXCESS  STOCK  CAUTION:  Pharmacists  are  responsible  for 
the  quality,  safety  and  efficacy  of  medicines  they  supply.  In 
purchasing  from  sources  other  than  manufacturers  or 
licensed  wholesalers  they  must  therefore  satisfy  themselves 
about  product  history,  conditions  of  storage  etc 


To:  Business  Link,  CHEMIST  &  DRUGGIST,  Benn  House,  Sovereign 
Way,  Tonbridge,  Kent  TN9  1RW. 

PLEASE  COMPLETE  IN  BLOCK  CAPITALS 

Surname  

First  names  

Address  

 Postcode   

Personal  RPSGB  Registration  number  

Telephone  number  

Proposed  advertisement  copy  (maximum  30  words) 


To  be  included  under  section  Heading  .  . 
Signed   Date 
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Aboutpeople 


Clubbing  together  to  aid  children's  hospice 


Club  91,  a  group  with  two 
pharmacists  among  the  founder 
members,  has  raised  the 
handsome  sum  of  £7,100  for 
charity  at  a  dinner  and  dance. 

A  mixed  bag  of  some  370 
pharmacists,  general  practitioners, 
consultants,  opticians,  dentists 
and  their  families  and  friends 
enjoyed  themselves  at  the  Grand 
Hotel,  Birmingham,  on  February 
6.  The  money  raised  will  benefit 
the  Acorn  Hospice  Trust  for 
Children. 

Many  phannaceutical  companies 
sponsored  prizes  for  the  raffle 
which  raised  more  than  £2,000. 
Unichem  sponsored  the  first 
prize,  Barclay  Enterprise  donated 
a  twin  digital  video  recorder, 
APS/Berk  Pharmaceuticals  donated 
a  Phillips  portable  colour 
television,  and  Evans  Medical 
contributed  a  Sega  Mega  Drive 
computer  profile. 

Other  manufacturers  who  gave 


Mr  Mukesh  Pabari  (left),  treasurer  of  Club  91  and  pharmacist  Rajesh  Shah 
(second  left),  chairman  of  Club  91,  are  pictured  here  presenting  a  cheque 
for  £7, 1 00  to  Mr  and  Mrs  Peter  Wildblood,  representatives  of  the  Acorn 
Hospice  Trust  for  Children 


support  to  the  night  were:  Glaxo; 
Crookes  Healthcare;  Wellcome 
consumer  Health  division;  Kabi 


Pharmacia;  Eli  Lilly  &  Co;  Reckitt 
&  Colman;  Farmitalia  Carlo 
Ebba;  Salt  &  Son,  and  Spectrum. 


Erol  Ali  (left)  is  congratulated  by  Mike  Corzburg  of  The  Mentholatum  Co 
Ltd.  Mr  Ali  was  the  winner  of  the  prize  draw  in  Mentholatum's  1992 
Autumn  Bonus  promotion 


New  to  NOAH  committee 


Hugh  Laddie  QC,  a  deputy  High 
Court  judge,  has  succeeded  Philip 
Cox  QC  as  chairman  of  the 
National  Office  of  Animal 
Health's  committee  for  the  code 
of  practice  on  the  promotion  of 
animal  medicines. 

Dr  Julia  Ratcliffe  is  the  new 
assistant  secretary  for  the 


committee. 

A  pharmacist,  Dr  Ratcliffe  was 
formally  responsible  for  the 
administration  of  the  Proprietary 
Association  of  Great  Britain's 
codes  of  standards  of  advertising 
practice,  before  she  moved  on 
work  with  Janssen  Pharmaceut- 
ical Ltd. 


Work  on  pain 
could  bring 
travel  bonus 

Health  professionals  or 
researchers  working  on  pain  or 
pain  management  could  be 
eligible  for  travel  fellowships  to 
present  their  work  to  symposia. 

The  scheme,  funded  by  the 
Nurofen  Pain  Relief  Project, 
offers  grants  of  up  to  £1,000  to 
cover  travel,  registration  and 
subsistence  costs  for  the  meeting 
to  be  attended. 

The  scheme  is  open  to 
UK-based  health  professionals 
and  researchers,  not  yet  holding 
senior  positions,  whose  work  has 
been  accepted  for  presentation. 
No  restrictions  are  placed  on  the 
choice  of  topic  or  the  content  of 
the  research  provided  the  subject 
area  is  pain.  Previous  winners 
have  attended  conferences  in 
India,  America  and  Russia  as  well 
as  European  destinations. 

Entries  for  the  next  judging 
session  must  be  submitted  by 
March  31,  1993  and  will  be 
presided  over  by  an  independent 
judging  panel  headed  by  Dr 
Patrick  Wall. 

For  further  information,  or  an 
entry  form,  write  to  Nurofen  Pain 
Relief  Project  (TF),  4  Cloisters 
House,  8  Battersea  Park  Road, 
London  SW8  4BG. 


Pharmacist 
chairs  review 
group 

Pharmacist  Jonathan  Cooke  of 
the  Department  of  Pharmacy  at 
the  University  Hospital  of  South 
Manchester  is  the  chairman  of  a 
new  working  group  of  health 
professionals  which  has  been  set 
up  to  review  antimicrobial  usage. 

The  aims  of  the  Antimicrobial 
Usage  Practice  Research  Working 
Group  are  to  promote  rational 
prescribing  of  antimicrobials  by 
stimulating  research  in  a  number 
of  areas,  such  as  antimicrobial 
usage  and  the  spread  of 
resistance,  as  well  as  encouraging 
health  professionals  to  collaborate 
in  developing  protocols  and 
promoting  the  rational  and 
cost-effective  use  of  antimicrobials. 
It  will  also  look  at  the  cost  of 
iatrogenic  disease  associated  with 
antimicrobial  therapy  and  review 
trends  in  the  management  of 
infection. 

The  chairman  of  the  Group, 
Jonathan  Cooke,  said:  "This 
initiative  offers  the  opportunity 
to  discuss  many  ideas  on  the 
development  of  antimicrobial  use 
strategies.  We  can  act  as  a 
multi-disciplinary  "think  tank" 
on  the  use  of  medicines  for  the 
management  and  prevention  of 
infection." 

The  Working  Party  has 
received  support  for  its  activities 
from  Glaxo  Pharmaceuticals. 

Further  details  from  Jonathan 
Cooke  on  061-447  3910. 


Three  CPP 
vacancies 

There  are  seven  candidates  for 
the  three  vacant  seats  on  the 
College  of  Pharmacy  Practice's 
board  of  governors. 

Standing  for  election  are 
Patrick  Ball,  Alan  Crabbe,  Dr 
Peter  Harrowing,  Peter  Hopley, 
Miall  James,  David  Morgan  andi 
Dr  Margaret  Steane.  The  results1 
will  be  announced  on  April  28. 

There  are  two  vacancies  for! 
associate  representatives,  one  for 
a  period  of  a  year,  and  the  other 
for  three  years.  Suggestions  for,  : 
co-option  to  these  positions 
should  be  sent  to  the  College  in 
time  for  them  to  be  considered  by 
the  governors  when  they  meet  on 
March  11. 
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382 


Chemist  &  Druggist  27  FEBRUARY  1995 


WARNING 

THIS  TAX  COULD  SERIOUSLY  DAMAGE 
THE  HEALTH  OF  YOUR  BUSINESS 


It's  strongly  rumoured  the  govern- 
ment will  impose  VAT  on  maga- 
zines and  newspapers.  Not  just 
daily  and  Sunday  newspapers,  but 
magazines  like  this  one. 
Magazines  providing  information 
designed  to  help  you  in  your 
work,  to  run  your  business. 
Specialist  informationwhich  can 
only  be  obtained  from  specialist 
magazines. 

For  publications  bought  by 
you  or  your  company  it  will  mean 
an  increase  in  cover  price.  It's  also 
possible  that  magazines  you 
receive  free  will  be  subject  to  an 
imputed  cover  price,forced  to  pay 
a  non-refundable  tax  on  income 
they  can't  earn,  money  they 


haven't  got.  Your  favourite  most 
job-useful  magazine  could  be 
closed  down. 

VAT  on  specialist  business 
magazines  would  be  a  tax  on 
information,  a  tax  which  would 
drastically  reduce  the  range  and 
quality  of  information  that  helps 
businesses  to  grow,  compete, 
increase  efficiency  and  market 
their  products.  Information  which 
only  the  specialist  business  press 
provides. 

Public  opinion  can  change 
government  policy.  If  the  informa- 
tion provided  by  the  business- 
press  is  important  to  you,  if  you 
disagree  with  a  tax  on  informa- 
tion, fill  in  the  form  below  and 


send  it  freepost  to  Ian  Locks  at  the 
Periodical  Publishers  Association. 
In  addition,  a  letter  to  your  MP 
would  be  very  helpful. 


To:  Ian  Locks,  Chief  Executive, 
Periodical  Publishers 
Association, 
Freepost,  WC2B  6UN 

I  disagree  with  any  government 
proposal  to  tax  information,  by 
imposing  VAT  on  specialist 
business  magazines. 

Name:  

Job  Title:  


Published  by  Morgan-Grampian  pic  in  the  interest  of  preserving  a  most  useful  source  of  business  information. 


CLOCKWORK  ORANGE 


When  customers  come  to  you  for 
advice  on  relieving  the  discomfort  of 
their  constipation,  they  may  well 
expect  you  to  recommend  a  laxative. 
But  most  simple  constipation  is  caused 
by  a  lack  of  fibre  in  the  diet.  Doesn't  it  make  sense  then,  to 
recommend  that  they  relieve  their  constipation  by  increasing  the 
amount  of  fibre  they  eat? 

Unfortunately,  many  people  may  be  unwilling  or  unable  to  change 


their  diets  to  include  more  high  fibre  foods.  Th 
is  where  you  can  help,  by  recommending  fibre  in 
glass  —  Fybogel  Orange. 

Because  it  contains  Ispaghula  husk,  Fybogel  Oranc 
can  help  to  replace  the  fibre  missing  from  so  many  model 
diets,  easing  the  discomfort  of  constipation  and  restorir 
regularity.  Fybogel  Orange  is  a  convenient,  palatable  drin 
flavoured  with  natural  orange.  A  natural  choice  for  tt 
management  of  constipation. 


PRODUCT  INFORMATION  FOR  PHARMACY  RECOMMENDATION:  FYBOGEL:  Active  Ingredients:  each  sachet  contains  35g  Ispaghula  husk  B  P  Indications:  constipation,  conditions  requiring  a  high  fibre 
regimen.  Contra  indications:  Fybogel  is  contraindicated  in  cases  of  intestinal  obstruction  and  colonic  atony.  Dosage  and  administration:  (to  be  taken  in  water)  Adults  and  children  over  12:  one  sachet  morning 
and  evening.  Children  6-12:  half  to  one  5ml  spoonful,  depending  on  size  and  age,  morning  and  evening.  Children  under  6:  consult  your  doctor  Retail  price:  at  December  '90  7  sachets  99p,  10  sachets  £1.22 
Product  Licence  nos.  Fybogel  Orange  44/0068,  Fybogel  44/0041.  Fybogel  is  a  trade  mark.  Further  information  and  display  material  is  available  on  request  from  Reckitt  &  Colman  Products,  Hull.  HU8  7DS,  U.K. 
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